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A Constant Supply of New Shoes 


of steady and timely flow of orders placed, 

merchandise received and sales consummated. 
No industry needs to be more orderly than the shoe 
industry. The very structure of the business lends itself 
to a constant and orderly method of operation. It is 
the one industry in the country that is operated in 
stores having one major selling article numbered in 
units and used by all mankind. It is the one industry 
that is up against the necessity of having fifty times the 
number of sizes needed for the customer whose foot 
measurements are unknown until actually at the fitting 
stool. 

There are other factors that would also emphasize the 
need for orderly procedure. But we find that as an 
industry we have a rule of economics that is a poor 
measuring stick for its purpose. 

The going shoe store is filled with a stock of perish- 
able values, which day by day gets more perishable. 
This stock may be watched with extreme care, but for 
all that it depreciates in value day by day. An outsider 
would naturally assume that such a business is carefully 
watched and that by the very character of the business a 
constant and even supply of new shoes are brought in. 
What would that observer find? That the habit of 
the industry is to replenish only when there is an urge 
and that urge is usually actuated by the whim of the 
merchant. What then happens? Instead of taking the 
year as a twelve month unit and trying to abide by an 
in and out schedule, that merchant orders shoes when 
in the mood or when pleased by a style or when im- 
portuned by a selling staff. The result is that perish- 
able stock oftentimes becomes more perishable with the 
advent of the new merchandise. 

Back of this carlessness of buying within the store, is 
a great background of disorder. The factories have 


. N industry that is orderlyeminded thinks in terms 


difficulty in keeping their organizations intact. They 
have no way of knowing the volume of orders that 
might be expected and only live in hopes and high 
expectancy day by day. The same must be true of the 
tanner and the other services of supply. 


This disorder is waste and it may be the greatest con- 
tributing factor in making this one of the industries 
that is close to the bottom of profit possibilities. The 
very uncertainty of the business from the store back 
may be one of the reasons why bank money is so hard 
to bring into the shoe business. 

A merchant may say that the customer is equally un- 
certain as to purchase—buys according to whim and 
purse. But is that really so? The customers, by and 
large, consume about the same number of pairs of shoes 
per year. If they don’t buy one week they buy the next. 
Individuality of tastes must be expected when we get 
individuality of feet and everything else. But there is 
a need for steadiness at retail if the store is to make a 
profit. 


E recently had the opportunity of seeing a well- 

organized business that showed its women’s, child- 
ren’s, men’s and boys’ shoes against a measuring stick of 
orders placed, merchandise received and goods sold, 
month by month the year across and there was not a 
monthly total that showed peaks and valleys higher 
than 15 per cent. This business is orderly minded. As 
a result, when orders were placed, there was a timing as 
to their receipt and an assurance of their logical sale 
soon after. 

Unless this industry puts itself on a more orderly basis 
in ordering, receiving and selling goods, it will find 
itself without sources of supply and without factories 
of service. 

No greater service can be rendered by Boor AND 
SHOE RECORDER at this time than a concentration on the 
selection of merchandise and methods and practices that 
will assure the right sort of goods at the right time, 
salable at a pair by pair profit in an orderly flow of 
goods into the store and out. 






His Dream 
A SH 


PON the ruins of their 
main store at 838 Market 
Street—destroyed by fire 
cleven months ago—Sommer & 





Kaufmann, one of the leading re- 
tail shoe firms of San Francisco, 


Max Sommer 


have constructed a _ four-story 
shoe palace, formally opened on March 28. The new structure is 
purely American in architecture, and has nine departments, each dis- 
tinct in design, colorings and furnishings, yet comprising one beautiful, 
efficient, inviting whole. 

Describing the ideal and the objective behind the project, Max 
Sommer, senior member of the firm, said: 

“We planned this building entirely without precedent, selecting an 
architect, Albert F. Roller, with directions to produce something 
original; and a designer, Kem Weber, who is nationally recognized as 
one of the foremost exponents of this advanced, contemporary art; 
their instructions were to develop a shoe store large enough to serve 
all of San Francisco and vicinity, and yet maintain a chummy, intimate 
atmosphere throughout. It was to be equipped to sell footwear as low 
as S5 and as high as $20. It was quite an assignment, to be sure, 
but we believe that they carried it out to the letter.” 

The facade is of a spe- 
cial green-colored terra 
cotta—the first time this 
color has been used here 
for the entire exterior of 
a building. The perpen- 
dicular mullions which run 
the entire height of the 
three upper floors and 
give the structure its re- 
markably unified appear- 
ance, are of monel metal. 
The horizontals between 
the floors are of Napoleon 
Notre Dame _ burnished 
marble 
marble. 
TURN TO PAGE 84, PLEASE 
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Right: “The Green Gallery” 
—Evening Slipper Shop 
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Right: Men’s Shop in the 

basement; a cozy, clubby 

atmosphere to appeal to 
masculine tastes. 
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Left: Oval Court on the main floor, devoted to 
footwear at ten dollars and up; Below: detail of 
Thrift Shop, lower floor. 





Left: The Junior Shop on the third floor. 


MAX SOMMER SAYS: 


@ “The main reason for desgining such a dis- 
tinctive store was the selfish one of creating 
the proper setting for a new type of merchan- 
dising institution—a store that would combine 
all of the advantages of small, highly special- 
ized shops with the other benefits that accrue 
to large department stores with many shops 
combined under one roof.” 





UMMER in dress 
pone May 5th. The 

Garment Retailers’ 
Association have selected 
this date for the summer 
openings in their retail 
stores and they plan to pro- 
mote their business featur- 
ing summer May 5. They 
suggest that this program 
promises a healthy and 
steady business in ready-to- 
wear, as attempts to pro- 
mote merchandise out of 
season ten to impede 
sales. 

President Franklin 
Simon, in his talk to the 
retailers, said: “We must 
do everything in our power 
to sharpen the consumer 
appetite for attire, to keep 
it always prominent in the 
public mind. And, as I 
have said, the only logical 
method of doing this is by 
creating and promoting ex- 
quisite and timely modes. 
Women of all classes are 
extremely sensitive to style 
changes. They realize that 
their taste and their pros- 
perity are judged by their 
dress. When new colors, 
new fabrics and new de- 
signs are brought out, rele- 


Summer Season Starts May 5th 


Pumps Featured as Outstanding Pattern at Fashion 


Show of Garment Retailers 


By MADAME HAMILTON JEFFRIES 
Fashion Editor, BOOT AND SHOE RECORDER 





White pumps, worn with the daytime costume, ‘ 
promise to play an important part in the sum- shades, featured the plain 


mer fashion picture. The suit shown in the white kid pump and the 


photograph is of white Celanese. 


gating to the background those that previously held sway, 
these women are always ready to replenish their ward- 


robe. 


Cooperation between all trade groups in fostering 
the summer season will bring out new style develop- 
ments that will mean patronage for all branches of 


the garment trades. 


Pumps were the outstanding pattern shown, although 


36 





daytime, spectator and lei- 
sure footwear featured 
many novel straps and 
brogues. Black pumps 
were used in patent, kid 
and calf, while snake, bo- 
rossa and suede, braided 
and smocked details, were 
freely shown. The impor- 
tance of the chocolate 
brown kid shoe with the 
beige costume and hosiery 
was clearly set forth at this 
meeting. The contrasting 
costume and shoe was very 
much featured as was the 
use of three and four color 
ensembles. 

Pajamas and beach wear 
fashioned in high and ef- 
fective colorings were com- 
bined either with clogs or 
low-heeled outing types 
The rubber footwear looked 
very smart and some new 
laced instep detail caused 
much comment. 

Cork and _  Alpargata 
motifs were also displayed 
The importance of the 
white seamless pump was 
outstanding. Multi-colored 
frocks and clear one-toned 
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off-the-face white hat. In 
many cases the white gauntlet glove was the only 
matching accent. Gloves of all lengths were worn and 
the pastel glove either kid or lace with the all-whit: 
frock brought many exclamations about the beauty oi 
the empire period clothing. 

The Palm Beach acceptance of charm pink and caress 
blue was reflected in the showings of the evening 
Coquette green, a live and youthful color, blends with 
the lighter green which the shoe retailers have bought 
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SHADES SPONSORED FOR 
SUMMER : 


Charm Pink 


Caress Blue 
Caprice Tan 
Coquette Green 


for summer, as well as the white or neutral beige or 
brown. This is also true of blue, tan or the pink. The 
beauty of this season is that contrast is fashionable and 
that a merchant who knows color combinations can 
substitute from two to four colors. 


HE darker hosiery gives a great opportunity to sell 

the white pump for midseason wear. The thin, white 
hat with drooping or turned back brim demands the 
pump, the white gloves and hand bag. The importance 
of the white calfskin bag, as well as the white and 
pastel patent underarm bags is surprising. Snakeskin 
in the beige shadings were conspicuous but suntan kid 
did not register in the slightest. Beige clair was shown 
in ultra fashionable bridge ensembles. The darker 
stocking of beige used the deeper accent to bring out 
the colorings for evening. For afternoon, moire satin 
and a striped satin also the light green, pink, blue and 
tans were featured in charming patterns of linens and 
leathers. 

The evening shoes were either white in moire tissues 
or satin, relying on the hosiery to blend. Many times 
startling effects were accomplished by wearing a soft 
indefinite off white or eggshell slipper with a vivid 
gown or wrap. Black and white, eggshell and pink, 
blue and pink, greens of all tones, introduced a third 
and fourth contrast which, after all, is the art of cos- 
tuming. It is truly a Renaissance period. 

For evening as well as daytime the short peplum coat 
effect in contrast was charmingly sponsored. The uses 
of the new wine shades by the first houses was indicative 
of an acceptance of this color for fall. The importance 
of the dark blue ensemble was reassuring, as well as 
the sheer velvet wrap for evening, worn over trailing 
chiffons. As soon as these new evening modes enter the 
retail field the T strap will again be popular for evening 
shoes. 

It was gratifying to note the importance of the sheer 
white hat, beret or tam as these types featured with 
daytime summer colorings give the white footwear 
added importance. The uses of dyeable fabrics were 
shown by contrasting the costume color, taking one of 
the second tones in the floral composition of the frock, 
and building a distinctive and unusual color contrast. 

Hosiery was cleverly and harmoniously blended as 
was markedly shown in the selections for the beige 
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ensembles, where a deeper tone was used. The dressy 
medium heels were worn as a new feature in some 
afternoon shoes as well as daytime types. 





ACE evening gowns were important in vivid shad- 
ings as well as in the charm pink and tan tones. 
Charm pink has a mauvish cast, and lace being peculiar- 
ly adapted for this shade, it is anticipated as a winter 
acceptance. Many startling effects were obtained by the 
pastel gloves used as a direct accent or contrast, the 
brilliant colors being again repeated in the slipper. The 
daytime skirts reflected a length to the break of the 
calf of the leg while the evening gowns were floor 
length, even and full. 

The importance of color interest is new to many retail 
merchants unless they have had training in some creative 
field. This condition should not exist because America 
is fast becoming seriously color conscious. This sum- 
mer will be, perhaps, more colorful than any season for 
years. The importance of off and opaque shades, the 
hyacinth and opalized undertone which has crept into 
garmentry and the breaking up of the one-tone ensemble 
make color harmony more important than ever. 


Tricky patterns in rubber soled footwear will 
see volume demand for active sports. 
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The People vs. The Accusation 
Charles Green By HAROLD WHITEHEAD 


UDGE BRADDOCK took his seat at ten o'clock precisely on the secon: 
morning of the case of The People against Charles Green. The Court droned 
his customary opening. He had hardly sat down when Morely Abbot, coun 

sel for the defendant Green, was on his feet. 

He glanced leisurely over the faces of the jury. Ina quiet, even voice he began 

“May it please the court and gentlemen of the jury. I believe I could safely rest 
my case on the evidence brought out by the witnesses for the prosecution. How- 
ever, to prove to you that my client is not only innocent of this stupid indictment 
but is really a business benefactor, I will begin by placing my client on the stand.” 

Looking affably at Green, he said: “Oblige me by taking the stand, please, 
Mr. Green.” 

Green arose with a nervous jerk. He appeared a rather petulant man, yet on 
who felt quite sure of himself and of his ability to take care of his own interests 
After being sworn*he seated himself in the witness chair, crossed his legs and 
leaned back comfortably. 

Abbot: “What is*your full name, Mr. Green?” 

Green: “Charles Green.” 















































Boot AND SHOE RECORDER 
38 combining THE SHOE RETAILER, April 19, 19: 





















CRIME 


Was Green dishonest when he failed to pay at the time he agreed 


COURT 





for merchandise purchased ? 





Abbot: “You are a retail merchant in this city?” 

Green (nodding his head) : “I am.” 

Abbot: “A successful merchant ?” 

Green: “I should say so.” 

Abbot: “It is true that you have bought commercial 
real estate?” 

Green: “It is.” ; 

Abbot: “Would you admit that you are injuring any- 
body in the slightest degree by doing so?” 

Green: “On the contrary, I am doing good.” 


Abbot: “Exactly. Tell us, Mr. Green, in your judg- 
ment what is the fundamental difference between buying 
merchandise and investing in real estate—commercial real 
estate?” 

Green: “I contend, and I can prove it, too, that there 
is no real difference. I buy both to make money on 
them. If I buy poor goods, I lose money on them. And 
if | buy poor real estate I lose money on it. 
depend on my ability to judge values.” 

Flinn: “You bought a small block containing four 
stores with commercial offices above them. Is that cor- 


30th cases 


rect ?” 

Green: “That is correct.” 

Flinn: “Your own store is one of the stores contained 
in the block?” 

Green: “It is.” 

Flinn: “The previous owner died and the property 
was then on the market?” 

Green: “Yes, sir.” 

Flinn: “Tell us, Mr. Green, why you bought it.” 

Green: “It’s this way. I was afraid some one might 
buy it and then jack up the rent—and I felt I couldn’t 
afford to pay any more than at present. I only had 
three years left on my lease. Then, again, it is property 
that is bound to become more valuable. So, altogether, 
it was a good investment.” 


Abbot: “You heard the witness, Crovelly, give evi- 
dence, but because you did not pay your bills the very 
second they were due that his business was almost 
ruined.” 

Flinn: “Objection !” 

Judge Braddock: “Sustained. Your question is highly 
improper, Mr. Abbot, and the Court will view with dis- 
approval any such misinterpretation of evidence.” 

Abbot: “I beg the Court’s pardon. I had no intention 
to misinterpret. I merely asked the question on the evi- 
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However, I can get my point 
The witness, 


dence as it impressed me. 
some other way. (Turning to Green.) 
Crovelly, claimed that because you did not take discounts 
you made it necessary for him to borrow money to meet 
his spot-cash purchases.” 

Flinn was about to object again when he suddenly 
changed him mind. Abbot looked a little perplexed. 

Green: “Yes, sir, I heard him all right.” 

Abbot: “Is it true?” 

Green: “How do I know! 
money enough to run his business. 
tell us that they have to act as bankers for the small re- 
tailer, but when we ask ’em to do it they squeal.” 

Abbot: “Exactly. Did this man Crovelly ever threaten 
to stop your credit—he or his credit man?” 


I always assumed he had 
Wholesalers always 


Green: “They did not.” 

Abbot: “Did either of them imply that you were ruin- 
ing them?” 
“No. 
Marmon car one time—” 

Flinn: “Objection. The fact that the credit man drove 
a Marmon or walked barefooted is immaterial and de- 


Green: The credit man came to see me in his 


liberately misleading.” 
Judge Braddock: “Sustained. (Turning to Abbot.) 
I suggest, Mr. Abbot, you cease attempting to color your 


evidence in this way.” 


Abbot: “I beg the Court to notice that witness made 
the trifling comment objected to. 1 
it is merely the defendant’s natural indignation at the 


assure the Court 


whole action expressing itself. (Turning to Green.) 


What did the credit man say to you when he visited 


you?” 
Green: “Oh, the usual stuff; he wanted money.” 
Abbot: “Did he get any?” 
Green: “He did. Two hundred and fifty dollars.” 
Abbot: “What else did he say ?” 
Green: “He began talking about my father, but I cut 


him short by telling him that I had no time to talk about 
the past. I was interested in the future—I 
present and future. Then he wanted me to pay six per 
cent interest on the overdue account.” 

Abbot: “Did you agree to that?” 

Green: “TI sure did not.” 

Abbot: “Why not, Mr. Green?” 

Green: 
to get the price down. 


mean the 


“For the same reason as I always fight 
3ecause it’s good business.” 
[TURN TO PAGE 88, PLEASE] 
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Foot Health Up 


ERE we are! National Foot Health Week 

swings into action in the majority of stores the 
country over. Of course, all businesses and the public 
as well have been “weeked” to death but for all that 
our week has merit. It at least brings the trade to a 
realization of the necessity of pushing its one great 
asset—semi-professional service. 

The time is coming when fitting shoes will be even 
more professional—when a customer will telephone 
in for an appointment and the actual fitting time will 
be at least an hour. When a chart and record will be 
kept, just as a doctor does, of the condition at the start 
of treatment and then subsequent records kept as to 
progress made. 

All these things are coming but feet are no better— 
in fact, much worse than they were ten years ago. 
Few know how to walk and few really do a stint of 
walking. This is one industry that will continue to 
remain an industry of opportunity for it must render a 
service other than handing the commodity over the 
counter. The greatest days of the shoe business, as 
such, are still to come, when some plan of recompense 
will give an appreciation in profit and prestige to the 
function of fitting and that item will not be swallowed 
up in the cost of the shoe and overhead. 

Foot Health Week is an emblem and a sign of ser- 
vice and its progress is slow but sure, and very perma- 
nent. This year, the participation of the National Shoe 
Retailers Association and particularly its national 
broadcast, is a hookup of service greatly appreciated 
by every retail dealer in the country. There are many 
serious-minded men operating shoe stores who be- 
lieve there is more than just price in footwear and that 








fundamentally this thing called fitting will pay fitting 
rewards. 

Listen in also to the Tower Health Exercises every 
morning during Foot Health Week, when Arthur 
Bagley will say a few kind words in behalf of the shoe 
industry. 

Also do not forget to listen in on April 23 to the 
broadcast over station WEAF on Foot Health spon- 
sored by W. B. Coon Co. 

There are assurances of several coast to coast hook- 
ups during the week. Maybe a dozen or more merchants 
will be on the air talking Foot Health during the big 
week. It just goes to show that if you consistently 
and persistently emphasize a good thing, it gathers 
momentum—particularly in publicity. 

We are now assured of a great Foot Health Week 
so now it is up to you to do your part in your store, 
broadcasting over the fitting stool the principles of 
Foot Health. 


BS 


Blue Shoes for Soldiers 


UR compliments to Representative Edith Nourse 

Rogers, Republican of Massachusetts, who spon- 
sors the suggestion—“dress blue uniforms be provided 
for the army as one method of aiding the boot and 
shoe industry”—so the news item reads. 

The shoe industry needs no subsidy or fashion 
debenture and Mrs. Rogers’ idea is not endorsed by the 
trade. She believes that an aid to the soldiers’ morale 
would come “because of the greater aesthetic appeal 
to the eye of the proposed uniforms for wartime khaki 
uniforms are drab and tiresome to the eye.” Where 
the shoe industry would come in, according to Mrs. 
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Rogers, is that black shoes would be required if the 
blue garb were adopted. 

If this suggestion is to be presented at Washington 
as an aid to the boot and shoe industry, it deserves 
to be “laughed out of court.” In the first place, any 
increase in army cost is out of the picture in modern 
day economics as our army, private for private, costs 
more already than any European army’s soldiers of 
the rank of lieutenant. Second, America has quite 
enough of black shoes and far be it from us to advo- 
cate more of them when army tans serve so well as 
an aid to tanneries and diversity of men’s shoe manu- 
facture. 

Washington is not going to satisfy the shoe indus- 
try by increasing the soldier trade and this suggestion 
is herewith thrown out. If we must have blue uni- 
forms, what about blue shoes for soldiers—as civilians 
don’t seem to want them anywhere? 
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More to Business Than Shoes 


HERE really is romance in merchandising—a 
practical sort of romance that goes back to the 
shoe in the store to the use 


fore been considered. He proceeds to organize the 
dancing school and the natural development there- 
from is the selection of the toe and ballet slippers from 
the local dealer. 

That’s merchandising with a purpose. It parallels 
the efforts of a bathing suit house that sends out spe- 
cial representatives to interest small towns in putting 
in outdoor community swimming pools. He interests 
the town fathers and gives quotations as to approxi- 
mate prices for digging the hole, cementing it, sup- 
plying the water, etc., and then, after he has sold the 
proposition, then only can he get any business in his 
line. There is no direct profit for him in the selling 
of the swimming pool and when it comes to indirect 
profit through the sale of the bathing suit, why he is 
still in competition with every other bathing suit line. 
But for all that, he knows full well that unless there is 
a swimming pool in these inland cities, there will be 
no business in bathing suits. 

This business of merchandising has its romance. 
One of the reasons why the shoe business is the 
most fascinating of all trades at retail is because the 
approach to every sale is different and the moods of 
humanity, particularly feminine, vary so quickly. 

Few shoes are devoid 
of peril. Every line of 





of the article. For ex- 





ample, a special representa- 


shoes has its own adventure 


tive of a manufacturer of 
toe and ballet dancing slip- 
pers makes it a point to 
organize and _ encourage 
dancing schools in little 
cities and towns where the 
more difficult forms of 
dancing have never hereto- 
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—Good News— 


“Your article ‘April Day by Day’ 
has convinced me that if followed 
very closely it will help to make April 
the greatest month of the year. 

“The Boot and Shoe Recorder is 
very important to my business and I 
always look forward to it every week 
as I always get new ideas from it. 

“It is about time that we shoe mer- 
chants get together and help to solve 
the great problems that are being 
fought by the shoe merchants in- 
dividually.” 

PARIS SHOE STORE 
Albuquerque, N. M. 


It is time for an industry to think, not 
in terms of millions of pairs, but how 
each and every pair of shoes is to be 
sold at retail at a profit to the merchant 
—so that in turn every other division of 
the trade can likewise profit. The 
primary purpose of business is profit 
and there is both prestige and profit 
possible in 1930 through work of head 
and hands in getting more shoes sold 
right. 


President. 
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in merchandising. It is 
really impossible to pick 
out any one type of shoe 
and say: “Here’s a sure 
seller today, tomorrow, ten 
years from now.” 

The most constant thing 
in the shoe industry, there- 
fore, is change. 
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Time decreases every shoe’s value. Time increases every shoe’s expense. The only way to stop this con- 
tinuous depreciation and increasing expense is to sell the shoe 


It’s the KEEPING EXPENSE 


Not the Selling Expense, That Eats Up Profits 


“cP | VHE distressing thing about the shoe business 
is that the poor retailer doesn’t get anywhere 
near a fifty-fifty break.” 

Charley Bowman laid down his pencil with a disgusted 
sigh. He had covered two sheets of scratch paper with 
figures and those funny squares men make when think- 
ing hard. 

“We buy a shoe for $6 and we offer it for $10,” he 
went on. “The most we can possibly make is $4, not 
counting our .. .” 

“T get you,” interrupted his father, Jim Bowman, Sr., 
partner of Bowman & Sons. “The most we can make 
is $4, while we stand to lose the whole $6 maybe. Looks 
like a sixty-forty gamble against the shoe man.” 

“Six dollars!” Charley exploded. ‘Without exagger- 
ating a bit, dad, I tell you it’s perfectly possible to lose, 
not only the $6 we pay the factory but an additional 
six, eight, or ten dollars in expenses—just on one pair 
of shoes.” 

“Sounds foolish but interesting. Let’s have the story.” 

“Shoe stores have always figured their expenses 
against their sales, whereas at least two-thirds of their 
expenses exist because of the unsold shoes, not the ones 
they sell. Less than one-third of the expenses have any- 
thing at all to do with the actual sales. 

“Consider. When a shoe comes in our store, there 
immediately begins a long list of expenses on its account. 


We must pay rent for the space it occupies on the shel 
and in the window. We must pay insurance, taxes, 11 
terest, heat and light, advertising, and the clerical wor 
on its invoice. 

“The salesmen’s idle time should be charged agains: 
the shoes he’s waiting to sell. Then there’s the tiny 
he spends in putting the shoe in stock, in moving it 
dusting it, and showing it to customers who don’t buy it 
Remember, he demonstrates ten shoes that he doesn’t se! 
to one he does sell. 

“All these items should properly be charged against 
the unsold shoes, for none of them are connected with 
the sale and all stop immediately when the sale is made. 
And yet we have always charged these expenses against 


‘the sales.” 


“Don’t be foolish, Charley. You know we do that 
because it is only from the sales that we get any money 
to pay those expenses.” 

“Yes, but just for experiment I’ve classified our ex- 
penses into two groups, ‘keeping expense,’ which amounts 
to probably 23 per cent of our sales, and ‘selling ex- 
pense,’ which is only 7 per cent. Then I divided our 
stock on hand, in pairs, into our daily ‘keeping expense, 
in dollars. Here’s the answer. 

“Every pair of shoes in stock costs about a cent and 
a half a day to keep there. That cent and a half a day 
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piles on and on and on until the shoe is sold. There's 
no other way to stop it. 

“A shoe in stock four months eats up just four times 
as much ‘keeping expense’ as a shoe one month old. 
Then its ‘selling expense’ must be added on whenever 


it is sold.” 


“Charley, you certainly do cook up some crazy no- 
tions,” Jim Bowman chuckled. “But on the other hand 
it always does a fellow good to look at his old familiar 
problems from a new slant, a fresh viewpoint. 

“If I get you right, you’re trying to sell me the idea 
that every pair of shoes has a ‘selling expense,’ which 
is more or less fixed, and a ‘keeping expense,’ which 
varies according to the age of the shoe. 

‘Now let’s see how that works out. Suppose we keep 
a pair of $8 shoes for six months, about 150 working 
days, and then sell it. That pair would have a financial 
statement something like this: 





NE TI ivi oonvcwcnnn savedssveocs SSS 
150 days at 1% cents a day. 
re ere rer ar re 56 
% of $8. 
NN ee en er ee $2.81 
reds: Ke sewsn decease 3.20 
$8 minus $4.80 (cost). 
oe 5s Gls cane odeewwke 39 


$3.20 minus $2.81. 


“Not bad, my boy, not bad! Thirty-nine cents net 
profit on an $8 sale is mighty near 5 per cent on the 
retail, eh, Charley ?” 

“A fine statement except for the fact that it’s all 
wrong! Why? Because the public won’t pay full price 


for those six months’ old shoes. That’s why! You’ve 








KEEPING EXPENSE 


The actual operation of selling a 
shoe probably costs no more than 7%. 
The other 23% is all incurred before 
the sale is made and because the shoe 
is on the shelf. 

This “keeping expense” amounts to 
possibly 1%.% a day. Therefore the 
sooner the shoe is sold the less “keep- 
ing expense” it incurs. 


heard only half my story. The first half says: Time in- 
creases every shoe’s expense. The second half adds: 
Time decreases every shoe’s value. 

“My estimate is that the average pair of shoes depre- 
ciates in value just about a cent and a half a day— 
novelties more, staples less. Don’t shake your head! 
we're lucky to get half price for any six months’ old 
novelty, aren't we? Yet that would mean nearly three 
cents a day on an $8 shoe. 

“No, sir, a cent and a half a day depreciation is not 
far wrong for an average shoe. So let’s revise your 
financial statement. Let’s figure our probable deprecia- 
tion on that shoe at $2.25, which is a cent and a half 
a day for six months. The real selling price is more 
likely to be $5.75 than $8. So our statement would look 


more like this: 


I NG 0s, . oc ceandnaseunseueneee $2.25 
150 days at 1% cents a day. 

oo cc cpeenecwaseedesean ae 40 
7% of $5.75. — 

I ic soa sig re einen nce keel $2.65 

re ee cat Gud pc hwala bese kare 95 
$5.75 minus $4.80 (cost). 

le ee etiai ca sda e ae eikeiennkanee 1.70 


$2.65 minus $0.95. 

“Ah, ha! That’s different! Of course I don’t pretend 
my figures are exact, but the moral is there just the 
same...” 

“Hold on a minute, Charley, before you come to the 
moral,” his father interrupted. “I’m willing to admit that 
a shoe absorbs expense every day and every day till it 
is sold. 


“But I can’t swallow your continuous depreciation 
theory. A shoe can’t be worth one price today, another 
price tomorrow, and still less the day after—like a Chi- 
nese auction.” 

“You're partly right, dad—and so am I. 
line of shoes arrives in March. We price them $8. 
As usual some sell, some don’t. When July comes we 
realize the pairs on hand won't bring $8, so we mark 
them down to $5.95 at our sale. 

“The question is: When did that depreciation occur? 

[TURN TO PAGE 82, PLEASE 


Suppose a 
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This Is No 


Time to Do a 


Rip 


Van Winkle 


O withdraw your store from the merchandise ac- 
tivity of spring is to do a Rip Van Winkle that 


may be a very serious thing for your business. To 
fail to refresh your store and its stock in Springtime is 
dangerous. To hope the public will buy winter shoes 
because they are still good foot coverings is certainly 
wrong thinking in Springtime. 

Any store that finds sleepy numbers on the shelves 
when all Springtime is awake had better use an alarm 
clock of a good clearance and start in planning a new 
garden of Spring and Summer shoes. 

Let’s go right back to the story of Rip Van Winkle 
and see its common application to the business not only 
of shoe stores but of every other form of mercantile 
effort. So here you are, right into the story: 

Young Rip Van Winkle climbed to the top of the 
mountain. Conditions at home he found not to his liking. 
He sought the solitude of the woods and hills, of his 
faithful dog, Wolf, and the calming and ever-changing 
whisperings of the wilds. A stranger called for assis- 
tance and Rip, ever a good fellow, went to help. It was 


a keg of brew the stranger wanted help with. Rip, after 
reaching the end of the trail, helped himself to the con- 
tents of the keg. Each one after the first was to be the 
last, as that one would not count. Drowsiness overcame 
his further desires, and soon Rip was sleeping soundly. 
On awakening, Rip called to his dog. Receiving no 
answer, he started for home. It was Spring. Along 
his way he began to realize that the landmarks he was so 
used to seeing were no longer there. A new home had 
been built here. A new store appeared where he had 
only yesterday sat and talked over the gossip of the 
town. Even the people were different. They looked at 
him in wonder. He looked upon strange faces, strange 
clothes, new customs, and, in fact, a new world. Rip 
Van Winkle had gone to sleep a young man and had 
woke up an old man. He had slept for twenty years 
What adjustments old Rip must have had to make to 
meet the new conditions that he suddenly found himself 
thrown into. New clothes, new methods, new ways. 
Many a merchant of today is doing a Rip Van Winkle 
over both Winter and Spring—into Summer. Unlike 
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Irving’s Rip, they do not sleep. They simply withdraw 
for the season. 

During the Winter months the average man and 
woman of today are saving and planning for the joys 
that they know will come to them in the Spring. If they 
are inclined to gardening, the seed catalog will be in 
evidence all Winter. The garden will be laid out, the 
seeds selected and the fruits and flowers enjoyed in their 
imagination even before the seeds are in the ground. 
Nature herself is resting, awaiting with eagerness the 
time when she will again blossom forth in a new rai- 
ment. 

Not to be outdone by Nature, Mrs. Rip will be plan- 
ning her new wardrobe. She, too, is looking forward to 
that day of days when all the Mrs. Rips the country 
over will vie with each other in the display of their new 

Easter clothes. Little Jimmy and 
Mary must have new school togs 
with the arrival of Spring. Mr. 
Rip himself has attended the 
auto show during the Win- 

ter and is thinking of that 

new car which, of course, 

must be housed in a 

garage of its own. The 

fish will be biting 

best in the 

Spring, new 

flys, lines, 


Sleepy stocks 
sell few shoes 
in Springtime 
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poles and reels must be purchased for that first trip to 
the ponds and brooks. That old challenge of the next- 
door neighbor for a final settlement of the question of 
who is the better at tennis, golf, or what-not, will require 
new equipment. 

The old house will have to be put in condition. New 
shingles, that hardwood floor can be laid, a new coat of 
paint, the whole house must be cleaned and put in readi- 
ness for the numerous visitors that are sure to come as 
soon as the roads are in good condition for traveling. 

In fact, during the Winter months, with the exception 
of the brief period of Christmas, the consuming public 
are just marking time. They are awaiting the time when 
they can, like Nature, blossom forth with all their new 
array and begin to enjoy life anew. 

Business, unlike the consuming public, must be active 
during early Spring. New styles must be created to sat- 
isfy the Mrs. Rips, goods produced to meet the demands 
of the Mr. Rips and all of the little Rips. Again, unlike 
the Rips, business must put its house in order and pre- 
pare to serve to the utmost the many demands that are 
sure to be forthcoming with the very first sign of Spring. 
The manufacturer must produce, the retailer must stock. 
Both must work to a common end service, because as 
they serve, so shall they reap. As they both win, Mr. 
and Mrs. Rip will win and be ever more and more eager 
for the coming of Spring and Summer. 

This year sleepy Winter stocks have stayed on the 
shelves right into Spring and can stay no longer—Sum- 
mer is a few weeks away and new shoes are needed. 





icking the Man for Shoe] §; 


A Retail Shoe Man Who Has Trained 2! Store 


Executives Tells How He Does It 


NE of the big vital questions that confront the 

management of chain stores is Man Power— 

how to get reliable, dependable, trained men. 
Really, it’s a question that confronts the individual shoe 
store almost to an equal degree. But the chain store 
organization cannot avoid dealing with it without jeop- 
ardizing its very existence. And so the experience of 
the chain store groups is particularly interesting. 

Some stores go afield for their trained men, while 
others find it advantageous to do their own training. 
The Chandler group of stores follow the latter course. 

The first Chandler Boot Shop was opened in Atlanta, 
Ga., in 1922 by the Edison Brothers Stores, Inc. Start- 
ing from that store, up to the present time, thirty-seven 
stores have been opened in the principal cities of the 
South and the Middle West. Eastern developments are 
now under way. During this eight years of growth, 
C. E. Hadaway, manager of the original store, boasts of 
training twenty-one men out of his ranks to be out- 
standing managers for his firm. Now the question is 
asked: “How does he do it?” 

Here’s the way Mr. Hadaway answered when I put 
it up to him in that blunt, straightforward fashion: 

“Realizing the rapid growth of my firm, Edison 
Brothers, the fact that the expansion called for trained 
executives and managers was impressed upon me. What 
to do? How thoroughly and how quickly could a man 
from the ranks be trained to qualify for a position as 


| 


ltt 


ly 


fl 


| 


manager? Observation shows that we have been d 
this at a rapid stride. 

“At the beginning it was felt that it would not 
practical for us to go out of our own organization 


managers. There is no disputing the fact that the ty 


of men outside of our organization were undoubt 


of as high caliber as those in our own stores. But to 


choose men from our own organization and dev 


these men within our own walls was deemed to be mor 


practical and substantial. 
“Most of the men sent out as managers from 


store began with me as stock boys or bundle wrappers 


For that I am doubly proud—from bundle wrapper 
manager. Sounds like a story book, doesn’t it? 
there is real romance and adventure in that story. 
“It might seem that boys of this class would pr 
rather young for managers. Possibly it is true in 


respect—young in age. But the training developed t! 


minds ; right thinking and broad-mindedness giving t! 


unusual advantages over men much older and experi 


enced in this profession. Train men in the way t 
should go and do, then the selling foundation is 
and _ solid. 

“When an applicant asks for an interview for a j 
tion, my first impression is formed by his approach, 
dress, his speech, his attitude, his reserve. If he is 


tidy, if he seems to be overanxious, and if he low 


his eyes to the floor and does not look me straight 
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Store Manager 


_an interview with 


C. E HADAWAY 


Manager Chandler Shoe Store, Atlanta, Ga 


by HARRY R. TERHUNE 
Field Editor, BOOT and SHOE RECORDER 


the eve—I am careful, as working material is scarce 
this type of man. 

“On the other hand, if the applicant approaches me 
for a position in a calm, pleasing manner, not too close, 


in 


but at arm’s length, looking me straight in the eye, 
showing the white 
of his teeth, frank 
in his speech as to 
the limit of his ex- 
perience in the shoe 
field or his connec- 


, —— 
SS 


\s 


tions otherwise, his 
limited experience 
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C. E. Hadaway 


will power and you can mix a foundation for a strong 
selling organization. 

“Now, when I have these three qualifications in my 
working power, I study the man, for men 


are never 


the same. If I have fifteen men under my observation 
They 


they are different, just as vou and | 


daily, I never study any two alike. are not alike, 
are different. I 
learn their ways and work accordingly. Their mistakes 


do not confuse or irritate me. I am patient until I see 
that there is no use. Then I take my men in confidence, 
outlining and picturing their future, and in so doing 
try to honorably elevate the shoe profession. This usu- 


ally broadens their minds and sets them right. 


a HIEN the opportune time comes for the selec- 

tion of an assistant manager or manager, a care- 
ful selection is begun from those of the sales force whose 
qualifications are outstanding. It is understood that not 
every salesman can qualify as a manager, even though 


If 


his qualifications prove him as having over 50 per cent 


his ability as a salesman rates a possible 100 per cent. 


executive or managerial ability, studying him from a 
scientific basis, we then go into a private session to help 
him overcome his weaknesses. If through his will power 








and determination he shows an improvement, then my 
time spent in building him up is well paid. This man 
may have to be built over occasionally. In a case of this 
sort it is necessary to develop him in every way. 
“When a man’s various qualifications have been 
proved, he is recommended to the firm for managerial 








training. Men are sent to locations where the environ. 
ment will suit them. Every manager sent out would 
not prove his worthiness in just any city or part of the 
country. Our recotds show that there has never heen a 
manager assigned to a certain store who did not make 
good.” 


A Real Salesman 


SAYS HADAWAY 


NEVER speaks discourteously to a customer. 


NEVER assumes a personal or familiar attitude towards a 
customer. 


NEVER uses the nearby seats for bins to accumulate the styles 
he is showing. 


NEVER speaks so loud that he attracts attention of nearby 
customers. 


NEVER fails to greet his customer with a smile and dismiss 
her in a similar way. 


NEVER gives his customer cause to feel that she is troublesome 
or hard to please. 


NEVER fails to suggest hosiery in a way that will promote 
a hosiery sale. 


NEVER knocks the products or methods of a fellow merchant. 
NEVER acts or speaks rudely to his co-workers. 

NEVER fails to properly “T.0.” a customer. 

NEVER stands around idling away time. 

NEVER leaves shoes lying around after finishing a transaction. 


NEVER forgets that his earnings are based on the pairs he 
sells each day. 


NEVER wastes his time or that of his employer. 


ALWAYS arrives for work promptly at 8 and gets on the job 
with a snap and a smile. 


ALWAYS comes in with a “Good Morning” on his lips to 
all his co-workers. 


ALWAYS endeavors to make each day a bigger and happier 
sales day than the day preceding. 


ALWAYS takes pride in the appearance of the store, as well 
as himself. 


ALWAYS has a cheerful expression for every person he greets. 


ALWAYS steps lively and snappy when serving a customer. 


ALWAYS makes a sincere effort to render Service with each 
transaction. 





ALWAYE negotiates a sale with the feeling that his customer 
is being served honestly and truthfully. 


ALWAYS remembers that customers judge a store’s methods 
and policy by the impressions they get of a salesman’s attitude 
and treatment. 


ALWAYS takes time to render any store service with a spirit 
of willingness and politeness. 


ALWAYS politely refers any complaint to the proper authority. 


ALWAYS endeavors to improve his efficiency by absorbing the 
good points of each day’s experieuce. 


ALWAYS sells a customer the size which his judgment and 
experience makes him know to be correct. 


ALWAYS gives a true answer to any question pertaining to 
size or fit. 


ALWAYS makes a sincere effort to serve each customer to 
the customer’s satisfaction (which is the Standard by which 
service is gaged). 


ALWAYS bears in mind that other customers are waiting to 
be served. 


ALWAYS accepts a “7.0.” or exchange with the same eagerness 
and determination as if he were the first salesman to serve her. 


ALWAYS ready for the “next” because of his systematic, time- 
saving method of avoiding accumulation of shoes when serving 
his customers. 


ALWAYS protects the good name and reputation of the store 
and its service by rendering every assistance to the manager 
to maintain that reputation. 

ALWAYS avoids arguments with customers or co-workers. 

ALWAYS makes the customer feel satisfied that she is being 
served by the best fitter and the most courteous salesman 
in the store. 


ALWAYS knows the stock and the available sizes. 


ALWAYS KEEPS IN MIND the opportunity to add to his 
weekly earnings by presenting and pushing “P.M.” styles. 


ALWAYS looks after the arrangement and condition of his 
stock during the day, especially at closing. 
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equipped with a means of fitting shoes the scientific way. 
The customer is glad to come back where he is assured 
the comfort and foot health he is entitled to. 


A year-round foot health center is established in the store 


Some of the outstandingly successful shoe merchants of the 
country have accepted the Adrian Shoe Fitter as an effective 
trade builder and a most compelling form of advertising. It 
offers a distinctly superior service that marks the store as a 
progressive establishment. 


The Shoe Fitter is a boon to the dealer on busy days. With 
it a customer is fitted quickly and convincingly. It reduces loss 
of time to a minimum, prevents the dissatisfaction arising from 
long waits, forstalls returns of merchandise. 


To lift your store above competition invest in an Adrian X-Ray 
Shoe Fitter. Its operating cost is negligible and its beauty will 
enhance the appearance of your shoe department. 


A convenient deferred payment plan is available if 
desired. Write for booklet and additional details. 


(drian 


X-Ray Shoe Fitter, Incorporated 
Milwaukee, Wis. 
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Make every week 


in the year a 


FOOT HEALTH 
WEEK 


ADRIAN 
X-Ray Shoe Fitter 
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Some Recent Purchases 


by 


Representative Firms 





The Stone Shoe Co., 
Cleveland, Ohio. 
4 mach. 

N. Hess & Sons, Inc., 
Baltimore, Md. 

3 mach. 
Altman Brothers, 
Chicago, Ill. 

2 mach, 
Home Shoe Store, 

Everett, Wash. 

1 mach. 

The T. Eaton Co., 
Calgary, Canada. 

1 mach. 
Missoula Merc. Co., 
Missoula, Mont. 

1 mach. 
Stix-Baer-Fuller Co., 
St. Louis, Mo. 

1 mach. 
Brasley Shoe Co., 
Los Angeles, Cal. 

1 mach. 
Brown-Dunkin Co., 
Tulsa, Okla. 

1 mach. 

G. R. Kinney Co., 
New York City. 

1 mach, 

The M. O'Neil Co., 
Akron, Ohio. 

1 mach, 











CHEROKEE 


Chik Last—Flexible Sole 
21 Louis heel—Atlanta 


2510BCK—Beige Clair Kid $4.65 
2510BLK—Blue Kid . ‘ 4.65 
2510P—"atent . ° e 4.50 






Ivis Last—Flexible Sole 
21 Louis heel—Atlanta 
4570CBK—Creme Beige Kid $4.25 


4570DK—Dull Kid ; « $85 
4570P—Patent . " - 3.85 











IN-STOCK 


Departments 
& 


BOSTON 
& 
ATLANTA 




















Arch Form 
DEVOE 


Tiffany Last—Littleway Process 
15 Block heel—Boston 
4525STK—Sun Tan Kid . $5.15 
4525BLK—Blue Kid . 2 5.15 






Camille—Flexible Sole 

18 Louis heel—Boston 
2945BGWS—Genuine Beige 
atersnake, 
Creme Beige Qtr. 
2945DK—Dull Kid Super- 

flex Process 

2945STK—Sun Tan_ Kid 
Superflex 
2945P—Patent Superflex 
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PROPOSITION MEETS YOUR NEEDS 


IN-STOCK SERVICE 


OR months Queen Quality has been pouring fresh, smart, new 
shoes into her vast warehouses—your Own reserve storerooms 
| —at Boston and Atlanta. Now Queen Quality is ready to give al- 


most electric service to your wire or mail orders. Consult the big 





new Buyer’s Guide, Queen Quality’s newest effort to support the 
» § individual merchant in his struggle to speed up his turnover by 
simplifying his stock problems. Every shoe at Boston and Atlanta 
“ | In-Stock Centers is shown, conveniently indexed for quick reference. 
You will have no trouble finding whatever shoe you want. Use 
this service to increase your profits while consumer buying is at 


the spring peak. 


THOMAS G. PLANT CORPORATION, Boston 
In-Stock Centers: Boston, Atlanta 


Chicago Sales Office: 209 South State Street 





New York Sales Office: 908-910-912 Marbridge Bldg. 
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A sales 


report 





DAILY SALES RECORD 





















































REFUNDS | 
COST TOTAL SALES 








CREDITS 
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| NET DAILY SALES | 





























Too much store system may be 
almost as bad as too little, requiring 
time and attention on the part of 
salespeople that might better be de- 
voted to the actual selling of shoes, or 
necessitating too much work in the 
office with expense that eats into 
profits 




















Simplifying Supervision | 





system that works out 
AVINGS effected thr ugh 
quantity buying are often 


S eaten up by too costly su. 


pervision. This is especially apt 
to be so in the case of one parent 
store with half a dozen branches 
S. I. Yudelson’s group of stores, 
the most of which are in Atlanta, 
comes under this heading. 

Each store turns in a_|aily 
Sales Record, (A). Each sale is 
listed individually, but the cost 
price is not put down by the 
store. It was the opinion of the 
firm that it is best for the 
organization not to bother 
this detail. Too often the value 
of a shoe, from a salesman’s 
point of view, is not based on the 
actual value, but on the cost. If 
the cost is not known, better sell- 
ing results are obtained. 

No sales slips are returned with 
this report, only the cash register 
tallies. The office then adds the 
cost price, figures the gross net 
profit for that and all stores for 
the day. 

From this, Form B, the Daily 
Sales Report is made. This shows 
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Nn} and Shoe Store Records 


successtully, saving money and time 





the movement of each group of 
shoes. Very valuable buying in- O 6) 
formation comes from this re- 
port, as through such a record it 
is possible to graph the move- 
ment of the entire sales. A third STORE____ a 
form is the perpetual inventory ee sas Se Sia __ 

or merchandise report of each | DEPARTMENT | | | oxime omce neuanus 
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square, the movement of the stock mY i | 
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The forms illustrated herewith were 
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0A moulded arch 
and a better fit- - 
















This pump is made over a new last. It has remarkable fitting qualities. The arch 
is pitched high on the inner side and has a decidedly moulded effect. 


Our customers find this new last very satisfactory. Such unusual fit, plus the 
“beauty of quality” in Stanley Duttenhofer Shoes is what makes them so consis- 
tently salable. The Regent is available in all colors of kid, in linen and in moire 
It carries an 1812/8 Louis heel. 


THE STANLEY DUTTENHOFER SHOE Co. 


CENTRAL PARKWAY CINCINNATI, OHIO 
CHICAGO OFFICE: LOS ANGELES OFFICE 
Charlie Osler, Great Northern Hotel Charlie Farthing, Lankershim Bldg 





“SATABLE TO THE LAST PAIRD 
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Stepping into a Men’s Sport Summer 










































Follow the colors in men’s summer 


A. a 
} al 
ya 





suitings and your shoes will sell 


EN are paying more attention to their clothes 

than ever before. We are stepping into a 

summer season where the idea of color has 

been thoroughly accepted as an ensemble motif in men’s 

clothes. The clothing industry certainly has sold the 
idea of color consciousness as well as dress selectio: 

Men pay more attention to their clothes. The right 

sort of suits for business wear. The right weights for 

sports and golf wear and certainly the smartest fashions 

for social evening wear. Just the introduction of the 





tail coat alone is an item of great profit to the clothing 





industry. 

Unfortunately, shoe consciousness has not kept pace. 
You will find well-dressed men, harmonious in colors 
but all wrong in footwear. This is partly the fault of 
the shoe industry. Individually, every store has got to 
go out and sell men the idea of the shoes as well as the 
costume blend. 

We are now stepping into the one time of the year 
when it is possible to change a man from his standard 
footwear. The men’s shoe industry had a glorious 
experience last year in sport footwear. Now the in- 
dustry must sell to the men the idea of summer foot- 
wear, plus sport footwear. Heavy weights can only be 
moved by an organized presentation of lighter weights 
and colors. Black shoes have been easy to sell because 
they go with everything and are easy to keep clean. 

The tans, browns and combinations are in the picture 
this season and every store should display and feature 
men’s and boy’s shoes in brown and white combination 
oxfords, black and white combination oxfords, all black 
light weights, all white buckskins, golf shoes—spike 
soles or rubber soles, novelty pattérn shoes, basket weave 
and ventilated shoes, riding boots and accessories, patent 
leathers, mat calf and kid for summer dress shoes. 
Black shoes are much hotter than white when worn in 
sunlight. Recent laboratory tests have been made of 
several leathers. Here are the results: 






































White 98 degrees \ 
Sandy 103.” | 
Very light tan 105” 
Light tan 106” 
Medium tan 108” 
Dark tan 108” 
Very dark tan 111 “ J 
Black 7s * 







es / Ki rz _. 
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ON PARADE 


The Styles of the Season 


B 248 Black Calf Bal Oxford B 239 Black Calf Blu. Oxford 
Stoll AtoD $3.50 6toll BtoE $3.50 


B 249 Same in Tan Calf 


B516 Biack and White Sport B522 Black and White Sport 
Blu. Oxford Bal Oxford 
6toll CtoE $3.50 6toll BtoD $3.50 


B517. Same in Tan and White B 523 Same in Tan and White 


IN STOCK 
Write for Catalogue 


THE J. R. BURNS SHOE Co. 
ENDICOTT, N.Y. 


Boot AND SHOP RECORDER 
combining THE SHOE RETAILER, April 19, 1930 











The TRAVELING 
SHOE SALESMAN 


4 « 


M TALBOTT, 
formerly with 
the Lape & Adler 
Co. for seven years 
and for the last 
year and a half 
shoe buyer for the 
Paris Co. and 
Walker’ Brothers 
Department Store 
of Salt Lake City, 
has joined the sales 
force of the Walker 
T. Dickerson Co. 
of Columbus, Ohio. 
Mr. Talbott will 
cover territory in which he worked pre- 
viously, and his many friends will be 
glad to know that he is again on the 
road, selling shoes in the States of 
Kansas, Missouri, Colorado, Nebraska, 
Iowa, and Salt Lake City. 

After spending some time at the 
factory familiarizing himself with the 
line of shoes made by the Dickerson 
Company. Mr. Talbott is now in his 
territory. 





Tom Talbott 


EORGE J. NICHOLS, past presi- 

dent of the National Shoe Travel- 
ers Association, died at his home in 
Minneapolis, Monday, April 7. 

Born in Watertown, Wis., 57 years 
ago of hardy pioneer stock, Mr. Nichols 
carried throughout a busy career. 
Those characteristics of rugged integ- 
rity and tireless application which 
fairly compel successful accomplish- 
ment. He sold shoes in the Northwest 
for some thirty years. Veterans of 
the industry recall his connection with 
Pingree & Smith, Detroit, while young- 
er members knew of his connection with 
the former Wise, Shaw & Feder Co. 

George Nichols wag a natural born 
stylist. To him designing was mental 
exhilaration. He manifested this great 
inherent talent most marvelously dur- 
ing the last decade of his life, when 
he transferred his activities from 
women’s shoes to women’s ready-to- 
wear apparel and pioneered the produc- 
tion of young women’s sports wear in 
the Northwest. He lived to see many 
of the greatest names in America’s 
clothing trade on the books of the 
Tenico Mfg. Co. 

Mr. Nichols is survived by his widow, 
son and daughter. 

Many retailers, travelers and many 
men in the collateral branches of our 
trade will experience a deep sense of 
personal loss at the passing of Mr. 
Nichols. 


ALESMEN selling the men’s line 
for the Geo. E. Keith Company, of 
Brockton, were on their way to their 
territories after a successful sales con- 
ference at which the new modes for 
early fall were discussed and explained 
by various executives of the company. 


< 





A cablegram from Harold C. Keith, 
president of the company, who is in 
Europe, urging cooperation to make 
1930 a banner year, was read by Sales 
Manager Harold W. Copeland. 

Speakers at the various sessions in- 
cluded C. P. Hanly, member of the ad- 
vertising company handling the na- 
tional advertising for Walk-Over lines; 
George H. Leach, vice-president of the 
Geo. E. Keith Company; Walter D. 
Leach, Arthur J. Chase, W. Everett 
Shaw, Dr. Joseph Lelyveld, W. M. 
Littlefield, Harry Dunbar, J. Willard 
Horton, W. M. Littlefield, William T. 
Card and A. W. Lutz. 

Salesmen attending the session were 
C. A. Benjamin, E. F. Callahan, E. E. 
Smith, H. R. Churbuck, F. R. Wall, O. 
R. Smith, W. D. Pitcher, H. E. Mac- 
Kinnon, M. H. Pingree, H. A. Holzer, 
C. H. Keith, Harry McClelland, D. B. 
Stover, H. H. Hough, T. F. Mendall, 
S. W. Smith, L. W. Randall and Mose 
Smith. 





MIL GOLD- 

MAN, who for 
many years. has 
enjoyed the friend- 
ship and respect of 
a host of West 
Coast shoe men, 
has signed up with 
the Holter’s branch 
of The United 
States Shoe Co. 

Mr. Goldman will 

call on the volume 
trade from Denver a 
west. He expects on 
to take up his new Enil Coldmen 
work about April 15, and he will doubt- 
less receive a hearty welcome from his 
many old friends. 








RICHARD P. BOOTHBY, vice-presi- 
dent of the Ault-Williamson Shoe 
Co., women’s turn shoe manufac- 
turers, and the Ault-Shackford Shoe 
Co., women’s welts, of Auburn, Me., 
St. Louis, Mo., is on an extended trip, 
calling on the trade throughout the 
Rocky Mountains and Pacific Coast 
areas. 

It is in accordance with the policy 
of both these companies for the ex- 
ecutives to spend a great deal of time 
in the field, studying the problems of 
the retail trade. 





ILLIAM D. PITCHER, who 

covers the West Coast for the 
George E. Keith Co., of Campello, 
Mass., is now in his territory after a 
visit paid to the factory to inspect and 
pack his new line of samples and where 
he also attended the recent sales con- 
vention of that company. 
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NEWS 
of the ROAD 


LBERT E. 

WILLIAMS is 
special representa- 
tive for S. Capezio, 
333 W. 52nd St., 
New York City, 
manufacturer of 
toe and ballet danc- 
ing slippers and all 
types of theatrical 
footwear and ac- 
cessories for danc- 
ers, 

Mr. Williams re- 
sides in Chicago, 
Ill., and for the past six years has cuy- 
ered all parts of the United States in 
the interests of S. Capezio in calling on 
dealers and dancing schools with a 
complete line of footwear and acces- 
sories. 

Previous to his connection with 5S. 
Capezio, Mr. Williams was a profes- 
sional dancer of prominence, and his 
acquaintance with members of the pro- 
fession and dancing teachers has been 
an invaluable aid in his present work. 

At the present time Mr. Williams is 
on the Pacific Coast, calling on dancing 
schools and dealers, and as a result 
of his efforts it is expected that the 
stock department of S. Capezio, in 
charge of A. F. Winslow, 5177 Casper 
Ave., Eagle Rock, Los Angeles, will re- 
port a substantial increase in business. 





Albert E. Williams 





ESTER N. BOWER, formerly with 

Garside’s and Sons, Inc., is now 
with Elco Shoe Manufacturers, Inc., of 
Brooklyn. Mr. Bower is well known 
among retail shoe buyers throughout 
the country. 





ARIOUS committees of the N. 5 

T. A. have been busy during th 
month. A. C. Ludlam, chairman of the 
Legislative Committee, is in touch with 
State legislatures all over the country 
carrying on the battle for interchang: 
able mileage, first instituted before t! 
Interstate Commerce Commission 
Washington. This is a new angle ©! 
attack, having for its object the init 
ation of legislation which eventual 
will bring all the common carriers ‘ 
the country into the interchangeal) 
mileage fold. 


(=n B. HANDY, of Portland, Or: 

representative for Williams ¢ 
Marvin Company, of San Francisco 
recently covered the Oregon distric‘ 
and reports an increase in business th: 
first quarter of 1930. 
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MASSACHUSETTS TERCENTENARY 













IN SHOE 72 
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41 
GOP he Statler 
July 7~ 8~ 


Boston Calls You! 


This year the city of Boston is celebrating its 300th 
birthday . . . this is also the 300th birthday of the 
shoe industry in New England . . . this event will 
be commemorated by the great 


BOSTON SHOE AND LEATHER FAIR 
to be held at Hotel Statler, July 7, 8 and 9 








We of New England cordially invite you and all 
your retail friends to reserve these dates and to 
plan to be with us during the week after the 
Fourth. 


Further announcements will be forthcoming in 
this publication. Watch for them. 


Yours Sincerely 


President, 


Plan now to 


Come to Boston 
in July 
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C. L. GOODWIN 
& Co., INC. 


WORCESTER, MASS. 


Goodwin fixtures for windows and stores 
combine beauty with utility. 


Another Store 


with 
FACE! 


This new W. L. Douglas Shoe Store in 
Kansas City is a striking example of the 
master craftsmanship of GOODWIN. 
More Than The uniformity in appear- 
Paint... 

ance which adds so tremen- 
dously to the sales power of associated 
stores is seldom easy of achievement. 
Adapting standardized designs to store 
rooms that vary widely in size, shape and 
location, requires far more than a can of 


paint and a brush. 


Added A store designed and con- 
Dignity ... 

structed by GOODWIN 
takes on added dignity—standing out above 
ordinary stores as some faces stand out in 
a crowd. 
Now Is This is an ideal time to se- 
the Time. . 

cure new locations. Leases 
are easy. Goodwin Service is available to 
you. Its sales increasing power is an actual 


proven fact. May we SHOW you and 
SERVE you? 
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"When you sell a pair 


you wina 


Permanent 
Customer’ 


“TN the last few years, I’ve sold hundreds, 

probably thousands of pairs of these 
cork-comforted shoes. Customers always 
seem to come back as soon as they need an- 
other pair. I can understand why, all right, 
because I wear them myself, and there’s a 
world of difference between ordinary shoes, 
and shoes that are comforted and _style- 
insured with Armstrong’s Cork Box Toes 
and Counters.” 

Most of these interviews have been with 
strangers, but we'll admit that this salesman 
is a friend of ours. (He’s a salesman in a 
leading New York store that specializes in 
style-and-comfort footwear for men.) How- 
ever, every merchant who has featured 
brands using Armstrong’s Cork Box Toes 
and Counters is a friend of ours. And—still 
more important perhaps, his customers are 
friends of his. Sell shoes that combine style 
and comfort in a high degree and you create 
permanent good will. Let us send you a list 
of leading manufacturers who feature Arm- 
strong’s Cork Box Toes and Counters in 
their shoes. 


BLUNT TOE...NARROW TOE 





Branch Offices at Your Service 


Boston, Mass..................-.197 South St. St. Louis, Mo... ; .....-. 2048, Third St. 
Mitwavukekg, Wis...........811 Majestic Bldg. ToRONTO.... ...-..-522 King St., West 
Cincinnati, O................-1017 Broadway MonTREAL.... ....1001 MeGill Bldg. 








ARMSTRONGS CORK | 
BOX TOES and COUNTERS Mopar hat erent 


and preserve style in any welt shoe. 





teeten 
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A Revelation in 








Sales Appeal and 











Profit Turnover 








apon 


for slipper uppers 


A superb finish and chic so apparent it’s almost 
a handicap ... until you learn the moderate 
cost!... Alert slipper manufacturers every- 
where have capitalized these sales-compel- 
ling Zapon oiventeans. § Here is a soft 
and pliable texture, in a lavish range of 
colors to conform with the mode—yet 
its durability is such that it truly 
“wears and wears and wears.” 
Zapon is just as comfortable as it 
is smart, a fact which customer 
satisfaction has definitely prov- 
en. § It will pay you to inves- 
tigate the full possibilities of | 
Zapon—a product backed 
by 47 years of uninter- 
rupted manufacturing 
growth and prestige. 


—I|TaRINE— 


Paris-inspired—this chamois-soft material 
is available in a wide variety of colors and 
patterns, and is both extremely durable 


and water-proof. Exclusively manufac- 
tured in America by the Zapon Company. 
Send for samples now. 














The ZAPON COMPANY 
STAMFORD, CONN. 
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INE shoes in themselves will go a 

long way toward bringing a customer 
back for another pair—but customers 
often come back before a new pair is 
needed. 


They come back for servicing—especially 
for new heels. And a good re-heel job, 
with real rubber heels like I.T.S. Super- 
Quality will keep them pleased with 
your shoes; while a poor job will make 
them forget the quality of the shoes 
you’ve sold them. 


I.T.S. Heavy-Duty Heels for men hold 
your customers by giving greater cushion 
and traction, and wearing level. 


I.T.S. Super-Quality Heels will help 
bring your women customers back for 
another pair of shoes. The neat, trim, 
thin French lift shown is guaranteed 
never to push out the heel coverings. 


The jobber who supplies your own or your 
contract shop probably carries 1.T.S. new 
Heavy Duty and Super-Quality Rubber 
Heels. If he does not, there is an I.T.S. 
distributor in your locality who .has the 
complete line. Write for his name. 


Guarantee to your customer: 
Satisfactory wear or a new pair. 


The I.T.S. Co., Elyria, O. 


1 ee oe 
k RUBBER HEELS 
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ECOGNIZING the opening of one 
ALABASTER of the greatest white seasons of 
The charming simgliclty of the all time, we have bent our years 


d@’Orsay pump with a pleasing ac- 
cent of color at the throat to en- of experience in the styling and 


liven it. The color note is empha- 


a aaah © aot et” lacie production of white shoes to assembling 


White Cabretta with a choice of any 


papular Sgving cater. the most comprehensive line of popu- 
ones larly-priced white shoes ever shown. The 
Pr go eg two models, Snowdrop and Alabaster, 


t d " ; i 
coun epee on comp and quarter. shown above, are only a promise of what 


either all-over or in combination the entire line will reveal. 


es CUSHMAN-HOLLIS 
COMPANY 


179 LINCOLN ST. BOSTON 
ALBANY BUILDING 
Vv 


FACTORY AND HOME OFFICE: AUBURN, ME. 
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C. P. FORD & CO., Inc. 
ROCHESTER, N. Y. 





The charm of early Spring is seen in Ford 
smart shoes for women. 


Without sacrificing beauty our experts cre- 
ated ARCHETYPE—a shoe for women, 
scientifically perfect, with its corrective fea- 
tures skillfully hidden in entrancing styles. 


Let us tell you all about ARCHETYPE. 


C. P. Ford & Co., Inc. 
Rochester, N. Y. 


Detroit Office: Burns-Gray Bldg—Ray Wegman 
Chicago Office: 1815 Republic Bldg.—Ray McCarthy 
New York Office: 441 Marbridge Bldg.—Jack Galway 





Students in famous Illinois clinic 


STUDY CHIROPODY 


Many of the world’s leading Chiropodists are former shoe people 
who have followed up their valuable experience at the fitting stool 
with a course ir. Chiropody. Today they are earning from $5,000 
to $15,000 a year. 

The opportunities for Chiropodists are unlimited. In the United 
States there are about 162,000 physicians, about 82,000 dentists, 
but only 5,000 Chiropodists! A virgin field! 

Course only 2 years at best known College of Chiropody in 
America equips you for practice. 16th year. You are ready to enter 
with four years high school or equivalent. Largest foot clinic in 
world — over 16,000 foot cases handled annually, large faculty 
physicians, surgeons, chiropodists. Write for catalog. No obligation. 


——---——MAIL THIS COUPON TODAY -—~—~--~—— 


ILLINOIS COLLEGE OF CHIROPODY AND FOOT SURGERY 
1327 N. Clark St., Chicago, Illinois 


Gentlemen: Please send me, postage prepaid, latest catalog and complete 
information relative to Chiropody and your school. 


ST iibdidiicds Hihaisdasaatesemacsensondiactietsinnicteoeniies 
Street and Number abel 














A Convenient Place 
to Buy— 
The Republic 


State at Adams 
CHICAGO 


The Home of the Following Shoe Firms: 


D. Armstrong & Co. Harsh & ~~~; ~ Ce. 
Best Ever Slipper Ce. Ine. 

Big “K” Shee Co. 

Bostonian Shoes 

Burlington Turn Shee Ce. 

The J. R. Burns Shoe Co. 


Co: Ith Shoe & Les. Co. x ef & Sens, tae 

mmonwea oe a. lation it . 

Copeland & Ryder Shee Co. O'Connor & 

Craddock be aa ae Ine. Paragon Slipper Mfg. Ce. 

Wm. CG. r= t hoe Co. Thomas G. Plant Corp. 

Derethy Dodd 5 Paramount Shoe Mfg. Co. 
R. L. Pennington Shoe Co. 


Elwill Shoe Company 
Km pire ee Ce. 


Sherwood Shoe Co. 
Stacy-Adams Shee Ce. 

The R. Stern Co. 

St. Lomo Shee Ce. 
Thompson Bros. Shoe Ce. 
Universal Shoe Mfg. Ceo. 


ALSO: ARNOLD BROS. & CO. (Lasts); FRENCH BEADING & 
NOVELTY CO. (Buckles) and MAISON MANN (Buckles). 
Communicate with OFFICE of the REPUBLIC 
for Information Regarding Available Shoe Display Rooms 
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feature of true style because 
it contains not only distinc- 
tiveness and beauty of de- 
sign but also points of prac- 
tical convenience ... A shoe 
equipped with Diamond 
Brand Visible Fast Color Eye- 
lets has that appearance of 
finished construction that 
leads customers to buy. . . 
Sample card sent on request. 


MBER > 
% 


DIAMOND BRAND Visible FAST COLOR EYELETS 














SMARTLY STYLED 


FROM HEAD TO TOE 


r ashion’s decree of longer skirts has focused 
attention on the shoe. Since footwear either 
makes or mars the ensemble, the toe of the 
shoe must be as graceful as the gown itself. 
Celastic —The Quality Box Toe is invariably 
selected . . . for if style is to endure throughout 
the life of the shoe... it must be built on a 
quality foundation. 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 


THE QUALITY 
BOX TOE 








priyt So oh eg aene RN 





in sas Sonia Staats dai 

















Somebody once said: “It’s a Long Lane Without a Turn.” 





And so No Shoes were Perfected for Children Until 


ELAMWAY 


(Flexible Cemented Soles) 
FOOTWEAR 


Outdistanced in ALL Ways ALL Previous Methods. 


ERE’S the Shoe that is pleasing mothers as they were never pleased before and at the 
H same time making increased and easier sales at better profits for all retailers who 
know the value of bringing mothers into the store through a highly satisfactory Children’s 
Department. 


Elamways—cemented soles—are distributed through the coun- 
try’s most reputable and best wholesalers. 


We don’t sell direct to the retail trade. 


Now made in 3 Runs and Business DAILY INCREASING: 
Infants’, 2-5; Child’s, 5-8; Larger Children’s, 814-11. 

R 3837—Pat. leather upper and quar- 

ter, champagne kid cut-out strap; heel. 


5-8; 814-11. Elamway, double the 
“wearway.” 


NO TACKS! NO NAILS! NO STITCHES! NO WAX! NO LUMPS! NO HURTS! 





Ancient of Ways ELAMWAY Modern Elamway 


Qme() 


Trade Mark 


Extremely Flexible with 
Twice the Wear because 
a CANNOT WEAR 


Place Order 


Wrinkled linings, tacks, stitches and TOD AY Beautiful shoes of best materiale— 
many objectionable features. objectionable features ALL overcome. 











F. S. ELAM SHOE CO., Ine. 


Rochester, New York 


Factory A: Factory B: 


F. S. Elam, Manager —Visit Our Two Complete Factories Byron M. Elam, Manager 
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IBU'T in The NEW 


Goodyear Welt Sport Oxfords 
Duflex Soles and Heels 

A to C—3 to 8 

In Stock at $3.25 


#0700 Smoke Elk, Tan 
Calf Trim 


$0703 Tan Calf, Tan 
Lizard Trim 


20705 White Elk, White 
Trim 





#0706 White Elk, Blk. 
Calf Trim 


CONCORD SHOE CO., Ine. 116 Duane Street 


New York City 





The Big Demand Today 


Genuine Black and White 
Rajah Lizards 


In Stock 


1800—Genuine Black and White Rajah 
lizard. Center Buckle, Black Kid 
trim, Modified toe, 20/8 Spanish 
heel, hand turn..........s00- $5.75 





(801—As above, 15/8 Spanish heel. .$5.75 
AA to C 


Lizards by Robertson 


K 
ANE ST os ORF 
aa DU FITSNE YORK 








Stepping out in 


Cool, soft, lux- 
uriously com- 
fortable Deau- 
ville Sandals, 
made by the 
Golo Slipper 
Company of 
New York, have 
become the 
national foot. 
wear for sum- 
mer wear. 

















Joan Crawford, popular M. G. M. star, And this season 
wearing Deauville Sandals the new Deau- 
villes are both practical and picturesque. 
They are built on classic lines of simplicity, 
covering a wide range of styles in oxfords, 
T-straps and one straps, and the color 
combinations and woven patterns comple- 
-~ment the prevailing styles in the new, 


sieeeeneal 








Imported 
Braided Sandals 


$2.10 


pair 
in 12-pair lots. Colors 






BLOG SHOE COMPANY, Inc. 


147 DUANE STREET 





A 





Value Supreme—Sport Oxfords 

. Goodyear Welt, Genuine Gristle (Rubber) Sole, Leather Heels 

3003 Smoke Elk trimmed with 
Tan Lizard. 

3004 Gun Metal Calf trimmed with 
Black Calcutta. 

3005 White trimmed witb Whit 
Lizard. 

3006 White trimmed with Gun 
Metal Calf. 


$2.85 in A, ost: Widths 













159 DUANE STREET * = NEW YORK 











5031—Barrett's Python 7117—Ring Tail Lizard Vamp, 
Vamps, Patent Quarter. Patent Quarter. 
Same in Kaffor Kid Quarter. Same in Kaffor Kid Quarter. 


IN STOCK 


High and Baby 
Heels 

















LEVEY BROTHERS SHOE CoO. 


145 DUANE STREET 























Sensational Values 


Imported Czecho 
Sandals 


076—Natural Calfskin with brown trim..................2-e000> $2.25 
976—Natural Calfskin with white trim...............eeeeeeeees 2.25 
ee Io. paige: bip'e' 6605.00 s 0 e0e deen ep eres 2.35 
EY SE on 6.0: 65a awe deA ee ieew sean e-s> 0 . Ba 


In Stock 
J. WEISS SHOE Co. 


137 DUANE STREET NEW YORK CITY 
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Deauville Sandals 


wlll 








more feminine 
sportswear for 2 
women. : = 





For the shoe 

dealer “Happy 
Days Are Here $5 Wys. 
Again,’’ as ; 
orders for 

Deauville San- 

dals _ indicate. 


More and more 
women, both in 
the large cities 
and the outly- 
ing districts, are being educated in the style 
and comfort features of this type footwear 
through the tremendous national adver- 
tising Campaign, appearing in magazines 
with a reader circulation of more than 
30,000,000 women. 











Aileen Pringle, M. G. M. actress, 
wearing Deauville T-strap model. 


“Imitation is the sincerest form of flattery” 


The 


ump 
“Queen of all operas” 


Conceded to be the best fitting and J) 
best selling pump in popular priced 
footwear! 


Now $3.25 in Patent Leather, 
Satin and Kaffor Kid. 
Widths 
AA toC 






Black 


Ys — 
Duane_Shoe @mpany 5.2357" 






MA 




















Ri 


nt 


thy .E J 


IN STOCK 















Price $2.75 















Python 













14—Black and White a o wn 
> Ma * Kid Inlay Same in No. 3809—Tan Java Lizard Two Brett 
Patent Leather with Black and White Tie, French corded Same in —w | 
Python Inlay. Also in Mat Kid with and White Java_ Lizard Also in a 
Black and White Python Inlay. High over Mat Kid. Bes and Baby Span- 
and Baby Spanish heels on each ish heels on each 

B and C wide—sizes 3 to 8 C wide—sizes 3 to 8 

BLEECKER SHOE CO., I 138-140 Duane St. 
Boston, 216 Essex St. Philadelphia, 17 No. 4th St. 


















PELHAM—MENS 


335X White Elk, Gun 
Kip‘ Trim. Leather 
Sole and Heel. Bend 
8 Iron Outer Sole. 


335% Same Shoe on 
Pointed English Last. 


Goodyear Welts D Wide 5% to 10—$3.00 
B. FRIEDMAN SHOE CO., Inc. 


109 READE STREET ESTABLISHED 



















How’s This for a Hot One! 
To Retail at $2. 95 


1880 | 





America’s foremost popular priced 
novelty shoe house again makes a 
stride forward with this popular Rose 
Marie Theo Tie. 
This beautiful pattern comes in: 
All Patent Leather 
All White Kid 
Parchment Kid with orchid kid in- 
lays 
Cuban and full breasted heels on 
all models 


See: Td 
DRYZER & ROSENBERG, Inc. 


131 Duane Street “Shoes under Market Prices” 
Headquarters for Mail Order Houses, Department Stores 





ROSE 
MARIE 















and Bargain Basements 

















J D 
J CI 
4 C) 
a x 
J s 
- Z 
a x 
UU [| 
7 The Pyjama Mode Sells These : 
PROFITABLE D’ORSAYS 
Bedroom slippers are now style accessories to smart pyjamas. Your cus- 


tomers are looking for just such gay little slippers as these D’Orsays in 
blue, pink, gold,, orchid and nile. Retailing at $2, $3 and $4, they’re 
very economical and return good profits. Write: 


GOLO SLIPPER COMPANY 


129 Duane Street, New York City 
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KORRY-KROME 
WEARS LONGER THAN ANY OTHER 
SOLE LEATHER 


Order a sample dozen of the shoe illustrated and be convinced. 
362 Child’s All 
Oxford. “‘KORRY-KROME” 
Water Proof Sole, widths C 
to E, sizes 8% to 12 
Infants’ as 


Patent Leather 


363 
Wedge “ 
KROME” F lexible Sole, 
widths Cto E, sizes 5% to 8. 

360 Child’s as above in All Tan 
( 









alf. 
361 — as above in All Tan 
Calf. 
364 Child’s as above in All 
o8 _— Calf. , all 
. oe ere Child’s sizes ..........00 $2.15 
Black Calf. SE, SE” Scascsennesed $i. 






POWELL & CAMPBELL 


122 DUANE STREET ESTABLISHED 1878 














69 





IN STOCK 


AAAA’S TO C’s 11'S TO 9's 


(hi Wil cas IN STOCK 


AAAA’SsS TO C’s 1°S TO 9's 





ee 
— 


Write for a complete catalogue 











Write for a complete catalogue 


“A friend in need”— Air Mail has I9 
Shipment. Don’t be caught short in 





Built over 151 last with 16/8 Cuban 
Octagon Heel 
385 Lido Sand calf moe 
brown kid trim 
391 White kid with Lido sand 
kid trim 











The GENEVA Pump 
Built over 150 last with 17/8 heel 


858 Dull black kid 
859 P. 

860 Java brown kid... 
862 White kid 

863 Lido Sand kid.. 
864 Black satin 
865 White crepe 


The ESTHER 
Built over 72 last with 21/8 heel 


376 Patent leather with Black 
izard Strap 

377 Dull Black Kid with 
Black Lizard Stra 

378 Nautical gy Kid, 


Kid. with White 
tra 1 
Sand Kid, Water- 
snake Strap 1 


The PLAZA Gore Pump 
Built over 150 last with 17/8 heel 
322 Patent with harmonizing, 

colorful trim 1 


323 Lido sand kid with har- 
monizing colorful trim....14651 


334 White kid with harmoniz- 
ing colorful trim 14 


335 Black kid with harmon- 
izing colorful trim 1 


The RAINBOW PUMP 
Built over 162 last with 19/8 heel 


732 Patent leather 
733 Black satin 


824 White crepe a 
309 White kid .... 
310 Lido Sand kid 


The PENROSE Center Buckle 


Built over 150 last with 17/8 heel 


The DIANA Center Buckle 


Built over 155 last with 15 
Cuban heel 


200 Dull black kid with pat- 
ent strap and black kid 


201 Patent with black kid 
strap and Hematite trim..14651 
202 Mode beige kid with Java 
rown strep and Lido 
i 14651 


The JEANETTE Pump 
Built over 72 last with 21/8 |} 


876 White crepe 14001 
877 White satin -- 14001 
878 Black satin ++13751 
879 Dull black kid. --14001 
880 White kid 14001 
881 Patent 13751 
882 Lido Sand kid 14001 


The DOLLY One-Strap 
Built over 162 last with 19/8 h« 


339 Suntan kid with 
rown kid trim 
340 Dull black kid with pat- 
ent trim 1 
382 White kid, colored ~~ 
trim 
383 Lido Sand _ kid, 
heel and trim 
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IN STOCK 


AAAA’S TO C’s 1's TO 9’s 








Write for a complete catalogue 


wanted shoes IN STOCK for today’s 
the best selling period of the year... 


= 
The HOLLYWOOD Tie 
Built over 75 last with 13/8 heel 
Java Brown kid with Lido 
ae kid trim 
Lido Sand kid with Java 
brown kid trim 
Dull Black kid with light 
grey kid trim 
Patent with Lido 
kid trim 


Built over 73 last with 13/8 heel 
354 Black calf with patent 
underlay and trim 
355 Lido sand _ calf 
beige water snake under- 
lay and 
359 Patent with Hematite ab- 
bo underlay and trim 


The DIXIE Sandal 
Built over 73 last with 13/8 heel 
884 Patent with black anes 
trim 
885 White kid .... 
886 Lido Sand kid 
887 Riviera Blue 
lizard trim 


Built over 150 last with 17/8 heel 


352 Beige clair water snake 
with Lido sand kid trim..14651 


Boor AND SHOE RECORDER 
combining THs SHO RBTAILeErR, April 19, 1930 


The JANE Center Buckle 


Built over 156 last with 1514/8 
Spanish Spike Octagon Heel 


852 Dull black kid with sna 
lizard Pp 
854 Patent with Black ard 
stra 
5 White kid with Witite 
lizard strap 
856 Lido sand kid with Lido 
sand lizard strap.....-..0000000 14651 
857 Brown kid with Brown 
lizard strap .... 1465 
883 Black satin 
calf strap «00+. 


oo 
The VIOLET Center Buckle 
Built over 150 last with 17/8 heel 


836 Patent, black calf and 
black lizard trim 
839 Java brown kid, 
sand kid trim 
844 Blue kid, blue lizard and 
blue lustre trim 
848 Dull black kid, black liz- 
ard trim 
Lido = kid, 
beige tr 
851 White "kid, 
kid trim 
867 White satin, silver 
trim Ss 
353 Beige clair water snake....14651 


Price Code! 


In reading Air Mail 
Shoe prices drop the 
*1” at each end— 
for instance a price 
suchas 14651 should 
be read $4.65 





The RICO 


Built over 151 last with 16/8 
Suban Heel 
392 Lido sand calf with mock 


393 White kid with Lido ome 
kid trim 











The MELODY Pump 
Built over 73 last with 13/8 heel 
797 Patent 
868 White kid ... 
869 Lido Sand kid... 
870 Java brown kid.. 
871 Nautical blue kid. 
872 Dull black kid 


The GLORIA 

Built over 73 last with 13/8 hel 
373 Lido Sand Kid with Java 

Brown Kid Ser: 
374 yee _. with 

izard Str 

375 Dull Black Kid with Pat- 

ent 


The GLADYS Center Buckle 
Built over 72 last with 21/8 heel 


311 Lido sand kid 
ae White kid 

13 Riviera Bluc 
314 Dull black kid 





.....also at 





Nunn-Bus! l 
CAnkle-Fashioned Oxfords 


=] 5 5 


*‘Nunn-Bush Ankle - Fashioned Oxfords are the best fitting 
men’s shoes we have ever sold. 








**Due to their wonderful fitting qualities—the result of precision MR. M. W. FRIEDMAN, Prop- 
FRIEDMAN’S 


workmanship and the Ankle- Fashioned feature—we find eusidinnmie Tie tute 
they sell readily at $8.50, $10.00, and $12.50. In fact, it is very : : 

easy to ‘grade up’ the average customer to the purchasing of 

Nunn-Bush quality. 


**We can’t help commenting also on the wonderful service we } stent ona 
omew 


receive on all our size-up orders. We are sold, one hundred NUNN-BUSH 
percent, on Nunn-Bush Ankle - Fashioned Oxfords.” Is On The Air 


| 6 ne, 


NN Nunn Bushs Weldon Shoe Co A 


Se} MILWAUKEE, WISCONSIN — 


Western Branch: Eastern Branch: 
111 New Montgomery Street 144 Duane Street, New York City 
San Francisco, Cal New York 
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Praentine “VQ Bo” SHOES 


SO VERY SMART 


The Smartest Footwear ever 
offered at ular prices. 
JoBo ee 


JoBo Smart Shoes for the 
Modern Miss will make your shop 
outstanding for values and styles. 


so very smart 
“The Regent” “The Rayon” 


(On our new 200 Last especially designed for No. ROOSO--Marvel White Moire Ou Strap, 


straight line pumps) Kay Last, 18/8 Heel, AA 414,/8, A4 
(Delivery May 10th) Price 


No. R0O76—Black Mat Poot Pump, 200 tay Last, No. R0061—Marvel Black Moire. . 
20/8 Heel, AA 4/8, A 3%4/8, B 3/8, C 2%/8. a R0062—All White Brazil. . 
Price $3. o. ROO63—Beige Claire Kid.. 


No. ROO64— z rl... 
No. R0O77—All White Tosca Linen Pump, as above. *No. tee vag ag SE 


May 1l0th Delivery 


Many Other 
Chic Styles Are 
Offered from Stock— 


Write for Complete 
Information 


so very smart Sta) 


“The Vander” “The Breen” 


No. ROO6G9—No. 1171 Light Green Kid One-Strap, No. R0043—Beige Claire Kid Punched Pump, with 
Frog Green Silk Kid Trim, 14 McKay Last, 18/8 Heel, Coco Brown Kid Trim, 135 McKay Last, 14/8 Heel, 
AA 4/8, A 3146/8, B 3/8, C 2%/8. ones A 4/8, B 3/8, C 2%4/8. 

Price i ‘ ; erirrTy. 
No: ROO70—No. 311 Royal Blue Kid, Blue Silk Trim. $3 
Price $3.85 No. RO0044—White Nubuck Punched Pump, Trim of 
No. R0O71—Beige Linen One-Strap with Colored Kid Black Calf, as above, AA to C. 

Trim as above only with small Vamp Overlay. nae , 20.08 
Price ° ; teens - 
*No. R0O74—Black Mat Brazil with Black Silk Kid No. R0045—White Nubuck P hed P N - 
Trim, as above only on our 200 Last with 20/8 ees Brown Calf Trim, Ry aaee. Pi gem c ump, No. 15 


May 10th Delivery. . wes .. - $3.35 


e7\ BARNES QHOE © onc 


5% 10 D 
Branch of (Johansen Bros. Shoe sade 
ST. LOUIS, MO. 
so very smart 


Registered Trade Mark Offices and Salesrooms - 3642 Laclede Ave., St. Louis, Mo. 
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“FLARE” m A “ALAMO” 
Special Process oe, \ Special Process 
20/8 Heel : a 20/8 Heel 
. . B-443—Genuine Black and 


B-342—Genuine Beige Snake 4 
$7.00 ‘ White Rajah Lizard Vam 
$ with Mat Kid Quarter. 86.00 


— ANS hk Se — 

















In-Stock MENIHAN In Style 


The New Menihan In-Stock Styles for Spring 


T HE MENIHAN CoMPANY presents its e Menihan’s In-Stock Department, through 
— = Der age ol = the In-Stock its size, its skill in choosing popular num- 
y —_ bers and through its prompt service, has 


Genuine reptilians are in profuse vari- 
ety, as well as shoes of contrasting colors Terms Net 80 Days come to be one of the largest In-Stock 
in all the favorite trims. Twenty-five cents additional for Departments of the Shoe Industry. 
orders of less than three pairs. 




















“AMSIE” “SUSAN” 
Special Process Special Process 
20/8 Heel 20/8 Heel 
-454——Gun Metal Calf with B-458—Patent 
hn Black and White Snake Calf Trim $4.75 
Rajah Ring Lizard Trim $5.25 B-459—Gun Metal Calf with 
Grey Snake Calf Trim.$4.75 


NOTE: You should be receiving our weekly In- 


Stock Catalog of newest and most up-to-date styles. 
Mail your order today and we'll put you on our 
mailing list. 


























“REGENT” 
Nu Mode Process 
20/8 Heel 
B-438—Larkspur Blue Kid > A\ & 
35:50 _ 
B-439—Grass Green Kid 50 . = 4 \ ° “RERNESTA” 
B-180—Mat Kid i 2 tit 
B-345—white Kid ‘ nollie ‘ oe dees oe 
B-335—Black Silk Moire $5.00 fe ; ; 
B-336—White Silk Moire Suit- 2S ae P-424—Genuine Beige Snake 
$5.25 \ =a with Brownstone Kid Trim $6.50 


able for Tinting 

















THE MENIHAN COMPANY 


In-Stock Department 
Ellis, ( 


ROCHESTER, N. Y., U. S. A. Sete ates resid 


ae Office T . " 
ENRY HOTEL - Be HOLLENDEN HOTEL ’ 
W. A. BARNEY Makers of Menihan Arch-Aid Shoes a. FP. JENKS ers’ A: 
some 
Chicago Office New York Office New England Office So Francisco Office Los Angeles Office Detroit Office for th 
MaJsestio HOTEL 846 Re BLp«c. Draper Hore. PLaza HOTEL 111 East 8TH ST. DETROIT-LELAND HOTEL 
vy. J. SATEK WwW. MOYLAN NORTHAMPTON, Mass. H. 8. KUSHINS Cc. E. VAN DE GRIFT Cc. @. SELLERS Cohen 
BLLIOTT La MONTAGNE die 
adie 
will cc 


Health 
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NATIONAL NEWS 


SATURDAY, APRIL 19, 1930 


EVERY WEEK 








Petot Forms 
New Group of 
Retail Stores 


PorRTSMOUTH, OH10—Conviction that 
the cheap merchandise. fad had about 
run its course and that hundreds of 
thousands of American women are now 
seeking good shoes, is the fundamental 
reason given by Charles E. Petot for 
his return to the retail shoe business. 

He sold his chain of Petot Stores 
several years ago, when the price cut- 
ting war was at its height. He now 
has organized a group of exclusive 
Arch Preserver Shops with his son, 
Everett Petot, as president. He plans 
to open at least one new store a month 
and has already started in Erie, Pa., 
Cleveland and Indianapolis, with a 
fourth store to open in Milwaukee in 
early May. 

Charles E. Petot, prominently known 
in the shoe industry, was originally a 
salesman for a specialty shoe house. 
He was one of the first to evolve the 
plan that a specialty shoe shop selling 
shoes with a pronounced style appeal 
at very low prices and carrying only 
the middle sizes so that the woman 
with the average foot is sure to find 
something that will fit her and that 
very quickly, could be made profitable 
because of its rapid turnover. He sold 
his business when he was convinced 
that the saturation point on cheap mer- 
chandise had been reached. 

His new selling idea is for a shoe 
salon offering unusual fitting service. 
In the lobby of the store every shoe 
in the shop will be displayed on glass 
shelves. When a woman has selected 
the model she wishes, fitting is accom- 
plished in the rear salon. A _ small 
stage has been designed on which the 
mannequin will demonstrate shoes. 


Morris Ellis Heads Nashville 
Shoe Merchants 


NASHVILLE, TENN. (UTPS)—Morris 
Ellis, of the Ellis Shoe Co., was elected 
president of the Nashville Shoe Retail- 
ers’ Association, an honor that he held 
some years ago. Other officers elected 
for the 1980 term are: Gus Godfried, 
Cohen Shoe Co., vice-president; Miss 
Sadie Hartman, secretary. The local 
will cooperate in the National Foot 





Health Week, April 20-26. 
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February Shoe Production Lower 


Output of Factories Per Working Day Showed Increase Over 
January, However, According to Government Survey 


WASHINGTON, D. C.—Figures on 
February production of boots and shoes 
just issued by the Department of Com- 
merce show a production for the month 
of 25,715,352 pairs in all classes, as 
compared with 26,533,842 pairs in Jan- 
uary of this year and 27,707,123 pairs 
in February, 1929. 

The total production of women’s 
shoes in February was 9,982,900 pairs, 
a slight increase from the January 





1930 Fall Shoe and 
Leather Colors 


Eight colors for women’s shoes 
will be featured on the 1930 fall 
Shoe and Leather Card soon to be 
issued by the Textile Color Card 
Association, according to an an- 
nouncement by Margaret Hayden 
Rorke, managing director. 

These colors, which are to be 
widely promoted for the 1930 fall 
and winter seasons, were selected 
by the official color committee of 
the Tanners’ Council of America, 
the National Boot and Shoe Man- 
ufacturers Association and the 
National Shoe Retailers Asso- 
ciation, in cooperation with the 
Textile Color Card Association. 

The new colors are: 

Leafbrown—An extremely 
smart medium brown in the cas- 
tor range. 

Salvador Brown—A rich red- 
dish brown of the mahogany type. 

Mooresque—A true light brown, 
warm in tone. 

Winetone Red—A rich deep red 
in the wine family. 

Admiralty Blue—A dark navy, 
animated in tone, but lacking the 
purplish note. 

Greenwood—A deep new green, 
slightly bluish in cast. 

Because of their continued style 
significance, Almera and Prado 
Brown will be repeated on the 
Fall 1930 Shoe and Leather Cards * 








production, which totaled 9,774,411 but 
a material falling off from the produc- 
tion in February, 1929, which amounted 
to 10,585,411 pairs. 

Men’s shoe production for February 
amounted to 6,608,898 pairs, as com- 
pared with 7,576,044 pairs in January 
and 7,100,156 pairs in February, 1929. 

Production of boys’ and youths’ shoes 
in February was 1,506,124 pairs, as 
against 1,819,787 in January and l,- 
765,411 in February, 1929. The pro- 
duction of misses’ and children’s shoes 
was 3,083,435 in February, as against 
3,145,874 in January and 3,589,196 in 
February, 1929. 

For the first two months’of this year, 
the total production of all classes of 
boots and shoes amounted to 52,249,194 
pairs as against 54,952,919 in the 
corresponding period of 1929. 

The total production of footwear in 
factories reporting for February, 1930, 
indicates a decrease of 3.1 per cent 
from January, 1930, and 7.2 per cent 
from February, 1929. The output per 
working day in February, 1930, aver- 
aged somewhat higher than in Jan- 
uary, 1930. 

The establishments included in these 
statistics manufacture approximately 
95 per cent of the total output of foot- 
wear, other than rubber, in the United 
States. 


Footwear Revue in Frisco 


SAN FRANCISCO, CAL. (UTPS)—To 
the tune of 8-page special sections in 
the local newspapers, the shoe shops 
of the San Francisco district on April 6 
inaugurated the annual “Spring Foot- 
wear Revue,” announcing the “revue 
week’s” offerings. 

A survey of the shops reveals that 
reptiles lead in favor, and that linen 
and kidskins are gaining in popularity. 
Retail shoe men announce that at last 
even the men are becoming “shoe con- 
scious” and that they look for 1930 to 
see a marked increase in the sale of 
colorful shoes for men, shoes of varied 
design, with unusual combinations in 


4 wing andgStraight tip effects that con- 


trast rather than harmonize with their 








outfits. 








ERE is a merchandising system, consisting 
H of transparent foot-fitting forms that will 
instantly earn the confidence and good will of 
mothers. On the foot, this transparent form 
reveals the true size required by the child. The 
mother is convinced. She can see the entire foot 
as it will lie in a shoe of a size corresponding to the 
form. 

In the Fairy Try-On System, there are 60 
specially designed transparent lasts, molded over 
composite children’s lasts in a size range from 6 to 
214, widths C, D, and E. To determine the size of 
shoe required, the salesperson selects from the 
Fairy Cabinet a form that fits perfectly. Both he 
and the mother see that the foot is not cramped or 


pinched. 
The Fairy Try-On System is unusually simple 


and its cost is low. There is nothing whatever to 
get out of order, and the most inexperienced sales- 
person can save time by using it. 

Install this system in your store and tell the 
mothers of your city about it. See how quickly 
they will bring their children to your store. A 
Fairy Try-On Set is a permanent advertisement. 
You will properly fit the children of your city 
for their present and future health. Think of 
the advertising value! 

To improve your business, write for your 
copy of “News for Merchants with Children’s 
Shoe Departments.” Take advantage of the 
confidence-building value of the Fairy Try- 
On Correct Foot-Fitting System. 


SHOE FORM CO., Inc. 
Auburn, N. Y. 


The Biggest Idea in Years 
for Developing Children’s Shoe Departments 


Acclaimed by such well known stores as 


R. H. White and Co., and Gimbel Brothers y wey. é 
A394 945: 



















Shoe Form Co., Ine. 
Auburh, N. Y. 

Please send me my copy of “News for Mer- 
chants with Children’s Shoe Departments.” 





















aes FOOT-FITTING SYSTEM 
City : State “Seeing Is Believing” 












S783) 


ie ie 










The Fairy Try- 
On Correct Foot- 
Fitting System 
consists of a cab- 
inet with 60 spec- 
ially designed, 


transparent lasts. 




























The transparent Foi Form 
shows the true size and last re- 
quired. Your salesman, and the 
child’s mother, can see exactly how 
the foot will appear in the shoe. 















Fairy Iry-On 
CORRECT 
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Lane Bryant Buys Coward Stores 


New Owner of Famous Retail Shoe Business Announces In- 
tention to Maintain Coward Policies, Service and Quality 


New YorRK—The Coward shoe busi- 
ness, established by the late James S. 
Coward in 1866, and recognized one of 
the most famous retail shoe concerns in 
the world, was sold last week to Lane 
Bryant. 

Starting from a small shop on Green- 
wich Street in the old downtown sec- 
tion of New York, the Coward com- 
pany grew until it was known through- 
out the world, and it has done an an- 
nual business amounting to several 
millions in this main store alone. Two 
other branch stores have been estab- 
lished in recent years, one at 37 West 
47th Street, New York, and the other 
on West Street in Boston. 

The entire business, including the 
three retail stores and all property, has 
been sold, but it is emphasized that 
the Coward organization will continue 
as before, and that the Coward stores 
will be run as a separate and distinct 
branch of the Lane Bryant business. 

Harry Liverman, president of Lane 
Bryant, stated that it is the intention 
of the new owners to carry on the 
Coward policies as: closely as possible 
and that the service and quality for 
which the stores are famous will be 
maintained in every particular. There 
will be no change in the operating per- 
sonnel or management. Moser 
will continue as general manager of the 
Coward business, and the present store 
managers will be retained. James 
Harty, long identified with the down- 
town store, will continue in charge of 
the women’s shoes, Charles Lippincott 
in charge of the children’s departments 
and William Goodes in charge of the 
men’s. 

The Lane Bryant organization fea- 
tures Adapto footwear in their various 
shoe departments, under the manage- 
ment of L. A. Leopold, and does an 
exceptionally large business. Now, to- 
gether with Coward’s volume, the com- 
pany becomes one of the largest re- 
tailers of high grade shoes in the 
orthopedic and general field. It is 
understood that an ambitious program 
of expansion will be initiated in the 
near future, with several more Coward 
stores being opened in large centers 
from time to time. 








Coes & Young to Move 
to New Store in Boston 


Boston, Mass.—The firm of Coes & 
Young, which has been selling men’s 
high grade shoes for nearly thirty 
years at 30 School Street, this city, 
will move on or about June 1 to a new 
store in the Parker House, also on 
School Street, near Tremont. A clos- 
ing out sale is now being held at 30 
School Street, shoes with a normal 
retail value up to $15 being priced 
attractively to make room for the new 
styles with which the new store is to 
be stocked. 

The Parker House store has the 
same frontage as the present one, al- 
though the floor space is slightly small- 
er. Even so, it is planned to make 
it one of the most attractive stores of 
the city. 
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Since the death of the founder, 
James S. Coward, six years ago, fol- 
lowed by the death of his son, James 
M. three years later, and the sudden 
passing of the grandson, James Mor- 
timer Coward, 2nd, about a year later, 
the business has been carried on by 
the Coward estate. It has been the 
expressed desire of the Cowards that 
the business be sold in order to settle 
up the estate, and this present move is 
in accordance with their wishes. The 
terms of the sale have not been made 
public, but it is known that the value 
of the Coward institution runs into 
millions of dollars, and that the tran- 
saction ranks as one of the most im- 
portant in the retail shoe field in some 
years. 


To Study Shoe Style 
Trends Abroad 


« NEw YORK— ‘ 
Henry B. Lapidus, 
of Kurz & Lapidus, 
Inc., will sail April 
26 on the Europa 
to visit France, 
Italy, Germany 
and Austria. Mr. 
Lapidus is espe- 
cially interested in 
the trends in fash- 
ions of evening 
footwear which 
are being devel- 
oped in Europe 
and he plans to 
make a detailed study of these and 
other style tendencies in the various 
countries which he will visit. 


Henry B. Lapidus 


New Factory for Covered Heel 
Shoes 


FRANKFORT, Ky.— The Hoge Mont- 
gomery Co. have recently equipped an- 
other factory at Frankfort for making 
a line of novelty McKays with covered 
heels. 

This factory started Jan. 1 with an 
output of 500 pairs a day and has since 
been increased to 1200 pairs. The com- 
pany reports the present output sold 
up to May 1 and that further expan- 
sion is now being made. 





Women Return 15 Per 
Cent of Shoes Bought 


Washington, D. C.—The De- 
partment of Commerce has issued 
a report showing the percentages 
of goods returned to department 
stores with volume of sales rang- 
ing from $750,000 to more than 
$15,000,000 for 1928. 

Of the total purchases of 
women’s shoes, 15.1 per cent were 
returned and 9.6 per cent of shoes 
bought for children were brought 
back. The low figure was for 
baked goods, with .01 per cent; 
and pianos were high, with 28 
per cent. 














REG.U.S. PAT.OFF 


FOR JUNIOR WOMEN 


new ideas in smart footwear for 
young moderns who 
“go places and do things” 


KA 


different sizes 

in each of the 
different sport styles 

in stock today 


Style 401 


Camel Elk Base, Log Cabin Elk 
Trim, Kid Lined, Crepe Sole, 
Square Toe 
4/8 AAA and AA 
2%/8 A, B and C 


$3.50 
KA 


Terms—5% 10 days—net 30. 
West of the Rocky and East of the Alle- 
gheny Mountains, 5% 20 days—net 40. 


Write for Sport Walks Folder in 
Natural Colors 


"THE JUVENILE SHOE CORPORATION 


OF AMERICA. 
AURORA MISSOURI 


Also KEWPIE TWINS and NATIONAL PARKS 











FRANKLIN N. WOOD, formerly Wood, Shapiro & Clute, and 
Attorney for National Jewelers’ Board of Trade and other trade 


organizations. 


ANNOUNCES 


that he has become associated with Frank Schofield in the General 


Practice of Law under the firm name of 


SCHOFIELD & WOOD 


7 So. Dearborn Street 
Phone, Dearborn 8574-5 


CHICAGO 


Specializing in Commercial, Corporate and Probate 
Law with a Collection Department bonded by 
National Surety Company, under the direction of J. 
Thomas Moore, formerly with Allen, Ward & 
Gallagher. 


Reference, First National Bank of Chicago 














Profit by the Greatly Increased Demand 
for Imported English Riding Boots 








12.50 U 
$12. Pp Field Boot 
Woman's, IN STOCK $12.50 Up 
$10.50 Up 


COLT CROMWELL CO., Ine. 


Established 1899 
1239 Broadway Also in stock at Los Angeles, 424 So. Broadway New York 
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Shoe Section in New Portland Store 








Attractive shoe department opened 


by Harry S. Kushins in the new 


store of Charles F. Berg, Portland, Ore. 


Harry S. Kushins Opens New 
Shoe Salon 


PoRTLAND, ORE.—The shoe _ salon 
opened in the new store of Charles F. 
Berg at 145 Broadway March 1 by 
Harry S. Kushins is proving a popular 
addition to the store. This is the first 
time that the store has had a footwear 
section. 

There is a visible air of informality 
even from the most casual glance. The 
bright carpet of moderne design is 
finished in colors of dahlia, green and 
orange to match the green fixtures and 
dark green upholstering of the walnut 
chairs. 

The mirrors, set at an angle, occupy 
the four sides of both pillars. The 
counter of the subsidiary hosiery sec- 
tion as well as the large display case 
at the other side and the inset ones at 
back offer excellent opportunity for 
display. 

Henry Waters, with Frederick & 
Nelson for five years, is manager of the 
department with Boris Rosenberg and 
Jack Byrne, assistants. There are five 
men in the sales staff. 


Father of W. T. Dickerson 
Dies 


CoLuMBus, OHI0.—W. T. Dickerson, 
president of the Walker T. Dickerson 
Company of Columbus, Ohio, received 
word of the death of his father, O. T. 
Dickerson at St. Petersburg, Fla., on 
Saturday, April 5. Mr. Dickerson was 
79 years old the 23rd of January. 

Although in advanced years, Mr. 
Dickerson was in splendid health and 
was actively engaged in business until 
November of last year, when he suf- 
fered internal injuries in a bad fall. 

Walker T. Dickerson is the only son 
surviving and in each of four surviv- 
ing generations the family has but one 
son. Three generations remain with 
W. T., the father of Owen H. and 
grandson, Owen H. Jr. Four daughters 
also survive him. The funeral was 
held at Spencer, Ind., on Wednesday, 





April 9. 
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Construction Begins 
on New Warehouse 
for International 


St. Lours—Construction is already 
well under way on the first unit of the 
consolidated wholesale distributing 
group which is to be erected by the 
International Shoe Company on the 
recently acquired city block bounded by 
Lucas Avenue, Fifteenth, Sixteenth 
and Morgan Streets. This property, 
one of the largest blocks in the down- 
town section, was purchased from 
Butler Brothers on March 3. 

The new unit, which will occupy a 
ground area of 62,000 square feet of 
the approximately 116,000 square feet 
in the new property, is to be of rein- 
forced concrete construction with brick 
veneering. It will be fitted with the 
most improved types of elevator and 
conveying equipment to facilitate han- 
dling and shipping. A communication 
bridge over Lucas Avenue will connect 
every floor of the new building above 
the street with the building now oc- 
cupied by the International Shoe Com- 
pany at Fifteenth and Washington. 

When completed, this now building 
will have an approximate area of 600,- 
000 square feet and will house the dis- 
tributing facilities of the _ selling 
branches of the International Shoe 
Company in this territory, the reserve 
stock being carried at the present ware- 
houses at Broadway and Cherokee 
Street. 


William O. Cutter Resigns 


NEw YorkK—F. B. Davis, Jr., chair- 
man of the board and president of the 
United States Rubber Company, has 
announced that William O. Cutter, di- 
rector, member of the executive com- 
mittee and vice-president, and who for 
a number of years was comptroller of 
the company, has tendered his resigna- 
tion and has sailed for an extended trip 
abroad for rest and recreation. Mr. 
Cutter has been with the company in 
various capacities in the departments 
of accounts and finance for more than 
fourteen years. 





Wear St raight 
Sh 


New Ideas in Longitudinal and 
Metatarsel Arch Support 


in STOCK 


“La Salle” 


017—Tan Kaffor Calf Bal Oxford 
018—Black Kaffor Calf Bal Oxford 


O3—Tan Kaffor (Mellow) Calf) 

04—Bik. Kaffor (Mellow) Calf 4.50 
S04—Arch Support Insole, same as above 4.85 
05—Tan Kid, Fair stitch 


“Wall Street” 
Bal. 


013—Tan Kaffor Calf, Folded Tip 

. Kaffor Calf, Folded Tip 
Kx Kaffor Calf, Pinked Tip 
034—Blk. Kaffor Calf, Pinked Tip 


“Combination” 


Blu. 


060—Black Ruby Kid, Kaffor Tip..... $4.50 
$060—Arch Sup. Insole, same as above.. 4.85 
980-—Black Kaffor Calf 4.50 
085—Tan Kaffor Calf 





TERMS 2% 20 DAYS, 30 DAYS NET 








MUSEBECK 
SHOE, COMPANY 


DANVILLE, ILLINOIS 





WHERE TO BUY 
Men’s Shoes 





Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 

SHOES 


Brockton, Mass. 

















tT WEYMOUTH. MASS. U.S.A 





‘HIGHEST GRADE ONLY” 








The 


MOwEST ALL 


#7 STYLES IN STOCE 


EMERSON SHOE MFG. CO. 
ROCKLAND, MASS. 


WRITE TODAY FOR CATALOGUE 


| 
| 
| 





* aseunce ORY 
KUMFORT-ARCH SHOE 


cuwevay by ne 


EMERSON SHOE MFG CO 




















hi STEADY PROFITABLE 
— B WANTED SELL- 


a (93 -_ 


D 
OC 810m mas oom 





().. A. PACKARD DCO., naw (P) 





NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 
H. W. COOK, President 
Syracuse, N. Y., U. S. A. 

MEN’S FINE SHOES EXCLUSIVELY 














To Study Merchandising Methods 


Ohio Valley Retail Shoe Merchants to Cooperate with Clothiers 
and Dry Goods Groups in District Meetings 


CoLuMEus, OHIO (UTPS)—A meet- 
ing of the recently named board of di- 
rectors of the Ohio Valley Retail Shoe 
Dealers Association was held at the 
Deshler-Wallick Hotel, with H. T. Sieg- 
enthaler, Mansfield, president of the 
association, acting as chairman. 

Ways and means of carrying on a 
membership campaign attracted the 
bulk of the attention of the directors. 
Each director was named on the mem- 
bership commmittee to carry on the 
work of securing new members and 
thus bettering the position of the asso- 
ciation in the industry. This work will 
be carried on in all sections of the three 
States covered by the association which 
include Ohio, West Virginia and Ken- 
tucky. Routine matters were also con- 
sidered. 

Those who attended the meeting were 
H. T. Siegenthaler, Mansfield, presi- 
dent; Cleve C. Hall, Youngstown, first 
vice-president; Allen Thirkield, Frank- 
lin, second vice-president; Joe M. Ryan, 
Columbus, third vice-president; L. M. 
Wright, Springfield, secretary-treas- 
urer; George Bunn, Salem; Earl T. 
Smart, Marion; Paul Crawford, Lima, 
and W. B. Sweet, Warren. C. E. Ditt- 
mer is executive secretary of the asso- 
ciation. 

The Ohio Valley Retail Shoe Dealers’ 
Association will join with the Ohio Re- 
tail Dry Goods Association and the Ohio 
Retail Clothiers’ and Furnishers’ Asso- 
ciation in a series of district meetings 
in Ohio in which retailers will be shown 
the modern methods of buying, selling, 
stockkeeping and merchandising in gen- 
eral. The meetings will be held in each 
of 10 districts in which the State has 
been divided and the first is scheduled 
to take place at Findlay, Ohio, the first 





New Chapter Formed 


Yakima, Wash. (UTPS)—This 
is the latest city in the Pacific 
Northwest to form a chapter of 
Pacific Northwest Shoe Retailers 
Association. Among the members 
who attended the organization 
meeting were Mark Yeackel, man- 
ager shoe department Barnes- 
Woodin Company; C. W. McCloy, 
of McCloy’s Bootery; L. T. John- 
son, of Central Shoe Shop; F. Ed- 
win McCutcheon, of Bowen Com- 
pany; Max Streilman, of Econ- 
omy; Emil Julius, of Kempt & 
Herbert, and Joseph P. Kohl, who 
is president of the Pacific North- 
west Association. 

Officers elected for the ensuing 
year were Mark Yeackel, presi- 
dent; C. W. McCoy, vice-presi- 
dent, and L. T. Johnson, secre- 
tary. Two well-known traveling 
men attended the initial session, 
H. D. Fulton, of Portland, vice- 
president of the Pacific North- 
west Shoe Travelers’ Association, 
and also traveling for J. R. Burns 
Shoe Company and the En-Joie 
Shoe Company; also J. G. Thorn- 
ton, of Seattle, representative for 
United States Rubber Company. 




















week in May. This territory is known 
as District No. 1 and is composed of the 
counties of Williams, Henry, Fulton, 
Paulding, Putnam, Hancock, Van Wert, 
Mercer, Auglaize, Hardin, Defiance, 
Wood and Allen. The meeting will be in 
charge of Frank Stockdale, manager of 
the store management division of the 
association, who will lead the discus. 
sion on “The New Door to Profit-Mak- 
ing.” The results of the audits of a 
number of typical Ohio shoe stores will 
be discussed and ways and means of 
remedying conditions will be pointed 
out. 

Paul Crawford of Lima will be the 
general chairman of the shoe grou) in 
the meeting. Following the general ses- 
sion a separate meeting of shoe dealers 
will be held when individual problems 
of the industry will be discussed. 

Other meetings will be held during 
the spring and summer months. C. E. 
Dittmer of Columbus is executive spc- 
retary of the association and arranged 
the program for the meetings. 


Spring Trade Picks Up in N 
Orleans 


NEw ORLEANS (UTPS)—New 
leans, like the rest of the country, i 
finding spring trade a bit slow. |TI 


egg-shell shoes. 

of the women’s ‘department 

Marks Isaacs shoe store, part of the de- 
partment store, finds this trend 
nounced. Schiro’s Shoe Store, qne of 
the Canal Street stores, finds New 
leans’ perennial favorite, the] black 
patent leather pump, running} light 
shoes a close second. 

The Emerson Shoe Store at /Marks 
Isaacs in New Orleans is featufing as 
its spring display natty sport shjoes for 
young men. “We are catering ti young 
men,” is the explanation of Rehe Rob- 
ert, manager. “They are the /leaders 
of style.” Black and white arjd black 
and tan combinations are featur 
kid and newbuck, some in injterlaced 
style, woven in the way that li}tle chil- 
dren weave May baskets. 

Joseph L. Feldman, who ofiginally 
opened the shoe department i 
Feibleman store in New Orleans, has 
returned, and is now manager of this 
department, as well as of the] shoe de- 
partment in the Baronne Strpet store. 
which is affiliated with Feibleman’s, 
and of the Hamill store in Mobile, Ala. 
Mr. Feldman succeeds Jack Levine, who 
resigned. 

During the year that he haf been ab- 
sent from New Orleans, Mr} Feldman 
has been buying shoes for/ the Ross 
stores, which has a chain of [twenty de- 
partment stores, with headquarters in 
New York City. However, the lure of 
the South brought Mr. Felflman back 
to New Orleans, and he is afai 
helm of the department | which he 
started two years ago. 
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FOR QUICK PROFITS 


NEW PATTERNS AND COLORS 





WILMA 


Flex-Mode Eden last, 1% inch 
Cuban covered heel. This shoe 
carries perforations thru vamn 
and quarter. AAA to C, 3 to 9. 
640B—White kid 

641B—Dull kid 


PEGGY 
Claire last, 2% inch Louis cov- 
ered heel. Flex-Mode, AAA to 
e. 3 te 9. 
632B—Dull kid 
634B—White kid 


last, 1% inch Cuban 
McKay. AAA to 


French 
covered heel. 
D, 3 to 9 
623B—Patent 
624B—Dull kid 
633B—Beige Claire kid.... 
637B—White kid 


inch Louis cov- 
AAA to 


Claire last, 2% 
ered heel. Flex-Mode, 
D, 3 to 9 


627B—Dull kid 
628B—-Almora kid 
629B-—Patent leather 


a 


These are very good shoes for the money at any time, 


but their being in stock 


ready to ship just at this 


time, makes them exceptional values. You can depend 


upon their quality and fit 
profits. 


They will bring you quick 


ORDER NOW 


A sale lost for lack of a size is lost forever. 


Note: Each style described by the word “Flex-Mode”’ 
is made according to a new and improved cement con- 


struction which we have 


two years. 


~ 


dy a 





IRMA 


Flex-Mode, hard enameled 
buckle, Eden last, 1% inch 
Cuban covered heel. AAA to C, 
3 to 9 


639B—Dull kid ... . $4.65 


used successfully for over 





RALEIGH 
Claire last, 2% 
ered heel. Flex-Mode, 
a % to 


645B-—Black 


inch Louis cov- 


AAA to 


$4.50 


moire 


RAMAR 


Claire last, 2% 


Flex-Mode, 


ered heel. 
C, 3 to 9 


inch Louis cov- 
AAA to 


617B—Patent leather 


618B—Dull kid 


635B— White kid 


OfAe 


KRIPPENDORF- DITTMANN .,...., 


COMPANY 


CINCINNATI 


OHIO 


\ —_ 
\ 


on 





NADINE 

Flex-Mode 
Eden last 1% inch Cuban cov- 
ered heel. AAA to C, 3 to 9 
638B—Dull kid, black 

Rajah trim $4.7 

642B—Blue kid 
636B— White kid 


inch Louis cov 


Claire last, 2% 
AAA to 


ered heel. Flex-Mode, 
G27 
631B- -Bombay 


snake— 
beige Veawer 


. - $4.85 


MILDRED 
Eden last, 1% inch Cuban cov 
ered heel. Flex-Mode. 
622B—Patent leather ... .$4.60 
AAA to C, 3 to 9%. 
630B—Beige Claire kid. ..$4.85 
AAA to D, 3 to 9 


IDA 
ornament. 
AAA to D, 3 to 9 
625B—Dull kid Eden last 

1% inch Cuban cov- 
ered heel .... $4.85 
626B—Dull! kid, Claire last, 
% inch Louis cov- 


ered heel ..... $4.85 


anf 


Flex-Mode, 





_— 
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WHERE TO BUY 
Men’s Shoes 





“A MAN'S DECISION” 
THE 


SHOE 


Boston—183 Eesex Street 
N. Y.—915-917 Marbridge Bldg. 











WHERE TO BUY 


Women’s Shoes 





Ultra-Smart Sandals 
tS = 
Unusual 
Profits 
Write direct 


BIARRITZ SAND INC. 
33 West 27th St. New York 








CUSHION SHOES 








FOR WOMEN 
THE JOHN EBBERTS SHOE CO., INC. 
IN Buffalo, N. Y. TOCK 





—_ 


WHERE TO BUY 


Sport Footwear 


BASS MOCCASINS 


FOR MEN AND WOMEN 
}, The Sports Footwear 


Fashion endorses 
= G.H Bass & Co. wicron.me. 


WHERE TO BUY 


Shoe Forms 





TRANSPARENT OR WHITE FAIRY 
SHOE FORMS 


ee oon! >>. 

Fas Ne 
- Ia ee 9 

(FAIRY -LAST ES 


THE SHOE FORM CO., Auburn, N. Y. 

















For Youthful Sports 














Jeanklin Simon @ Co, 


A STORE OF INDIVIDUAL SHOPS 
FIFTH AVENUE,..NEW YORK 


For Madame and Mademoiselle 


The Classic 
PRINCE OF WALES 
SPORTS OXFORD 


Specially Priced for 
Young Allowances 


8.50 


Goon news for school or college 
git home for Spring vacation! Good 
news for every woman who plans to 
play golf or wear éports shoes, this 
summer. This smartest of all walking 
or sports shoes—the Prince of Wales 
model in tam calf with corrugated 
rubber sole and heel—at a price that 
does not in any way represent its 
fashion or its value. This is an un- 
usual opportunity to buy with spring 
and summer in mind. All sizes. 


INDIVIDUAL SHOE SHOP . . . . « FOURTH FLOOR 











An advertisement by a famous 

Fifth Avenue store featuring this 

season’s popular brogue sport ox- 
ford for active women 


To Specialize in Correct 
Fitting 

CANTON, OHIO (UTPS)—Formal 
opening of the Fleischer Shoe Com- 
pany, at 519 Market Avenue, North, 
will take place April 5. Philip C. 
Fleischer, the owner and manager of 
the new company, has been in business 
in Canton for nine years. 

Mr. Fleischer will specialize in the 
correct fitting of the unusual foot and 
will be assisted in his store by five 
trained foot specialists. An X-ray ma- 
chine will be an important part of his 
equipment in diagnosing the foot that 
is hard to fit. His shop will be equipped 
with other up-to-date service equip- 
ment. 


New Shoe Department 


BIRMINGHAM, ALA. (UTPS)—The 
Smart Shop, a ladies’ ready-to-wear 
store, opened here recently, with the 
shoe department being operated by the 
Rand Shoe Company of New Orleans. 
Popular price shoes will be featured, 
according to Ben Newman, who was 
here from New Orleans for the open- 
ing. R. R. Gibson will be resident man- 
ager of the company’s department here. 


78 


Six Specialized Shoe Sections 
in Rosenbaum St# 


PITTSBURGH, Pa. (UTPS) 
ber of Pittsburgh’s younger| social set 
members acted as hostesses af the open- 
ing of the remodeled shoe department 
for women and children in Risenbaum’s 
store here. They appeared jn some of 
the most striking shoe models for 
spring, and were attired in costumes 
selected from the department store’s 
apparel shops. 

Rosenbaum’s_ shoe department for 
many years has been kept up-to-date 
and stocked with the latest patterns 
and styles as they were placed on the 
market. Some time ago, however, plans 
were discussed for remodeling the en- 
tire department and enlarging it. This 
became a reality several days ago, and 
the department is unusual in many r 
spects, being made up of six specialized 
branches. 

There is a modern salon, where slip- 
pers for every occasion are assembled; 
an orthopedic salon, where foot troubles 
are diagnosed and corrective measures 
suggested; a children’s salon, where 
growing feet are given attention, and 
the debutante, Lady Pitt and Lynbrook 
salons where style and price are hee! 
and toe with fashion. 

Each salon is distinguished from an- 
other by different color schemes. On 
mauve carpets, walnut chairs and 
stools, with colored seat coverings de- 
note the departments and make them 
easy to find. Soft green mohair grace 
the debutante salon and blue is th 
color scheme in the Lady Pitt salo: 
Colors and furnishings throughout are 
all in a harmonious arrangement. An 
other feature of the department is th: 
concentration in each salon of stock 
rooms for shoes handled in that par 
ticular salon. In this way much tim: 
is saved in caring for the customers. 

Norman Marcus, who has been with 
the Rosenbaum company for 14 years, 
has been buyer in the shoe department 
for the past two years. Owing to in- 
creased sales and more patronage with 
in the past year, in this department, it 
became evident that changes had to b 
made, and the newly remodeled depart- 
ment is the result. 

William Geer, the assistant buyer 
with Mr. Marcus, has been with Rosen 
baum for the past seven years. For 
15 years before that he was identified 
with the C. A. Verner Company ir 
Pittsburgh. 


Novel Men’s Shop Opens 


SAN FRANCISCO, CAL. (UTPS)- 
Foot-Joy Shops of California, Ltd., 
opened its first San Francisco retail 
shop at 137 Kearny Street, on April 4. 
Camil N. Roos, a well known San Fran- 
cisco business man, is president of th 
concern and in direct charge of th: 
store. Harry J. Evans is the vice 
president. 

The shop, in harmony with a line of 
footwear exclusively for men, is espe 
cially designed to give an atmosphere 
of a mountain hunting lodge, the prin 
cipal feature being a stone fireplac 
extending to the ceiling, with a “log 
fire’ on the hearth sending out a 
friendly glow. The ceiling is beamed 
and the walls and ceiling are planked 
with knotty pine treated to give the 
appearance of age. 
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Patent Strap 


All Pied Piper Shoes are 
made Goodyear Welt 
plus Pentler & Short 
Patented Improvements 
—and stamped with this 
insignia. 


No. 779 


Smoke Elk 
Gristle Sole 


F the Easter rush left some “air pockets” in 

your stock, fill out those runs now. Size up 
with Pied Pipers if you want Activity. .. Sales... 
profits! 

Here are 3 “hot numbers” for the hot weather 
demand . . . hand-picked from the 88 In-stock Pied 
Piper styles that will make only short stops on 
dealers’ shelves this season: 


No. IN-STOCK Price 
7179 84 to 12 >» oO $2.60 
779 124%4to 2 D 3.10 
902 814 to 12 : + = 2.65 
902 _ oe errr ! D 3.15 
902 eee AAA to C 4.00 
807 D 1.80 
807 >» D 2.10 
807 1ly%to 2 >» D 2.35 


° 
¢¢ Size (Best quality oak bend outsoles) 


838 same sandal as above in tan; same sizes, 
widths and prices. 


I p »9 Send for complete In-Stock Catalog of the year’s 


most commanding juvenile shoe values. 


With Natathon Shoe Co; 


WAUSAU, WISCONSIN 


PIED PIPER SHOES 


Our Pied Piper salesmen 
now en route. Wire or 
write if you wish one to 
call. 




















No. 807—Smoke 
Elk, Two Strap Sandal 
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WHERE TO BUY 


Men’s & Women’s 
Slippers 





MEN’S FINE 
HAND TURNED 
SLIPPERS 
Manufactured 

by 


WwW. S. CHASE & SONS 
Haverhill, Mass. 


Besten Office: Roem 501, Statler Bldg. 


Prices from 
$2.15 to $8.50 








Soft Sole Slippers 
Colors in Stock 
TH5ec. 81.25 B1.85 

Send For 
Samples 


STAR FOOTWEAR MFG. CO. 
Howard & Norris Sts., Philadelphia 








Cyececee,, (A's 
O.e 
IN STOCK 


ee * 


Turns only— 
Oatalog on 
request 


No. 434—Tan 
Kid Everett 
$2.68 


No. 447—Tan 
Kid Opers 
$2.35 


lL. B. EVANS’ SON CO., Wakefield. Mass. 
Checccccccccccccccoooooe(.) 











IN-STOCK Women’s D’Orsay 
Slippers 

In a wide variety of 

colors — Combining style 

with comfort. Created by 

the manufacturers of 


PoULéce. 


Pullman Slippers. 

on Request Nationally known. 
SWAN SHOE CO., INC. BALTIMORE, MD. 
Voanufacturers 


New York Office—Room 551, Marbridge Bldg. 


Samples 
and Prices 








The Last 
Word in 
Quality 
Slippers 


TUPPER SLIPPER CORP. 
200 Tillary St. Brooklyn, N. Y. 














PARISTYLE FOOTWEAR MFG. CO., INC. 


Factory and Salesroom 
40-46 West 25th St., New York City 


Oataloo 
sent on 


High Grade Turn Mules and D’Orsays 











Invents New Heel Stay 











nda Fan 
9909 26 o% 
99056 ‘ 
9/%%Q 





Sketch of new heel stay invented by 
Lou Naultner, showing perforations 
which hold heel in place by suction 


CINCINNATI, 
OHI0—Lou Nault- 
ner of Cincinnati 
is the inventor of a 
new type of heel 
stay, whichis 
claimed to have a 
number of impor- 
tant advantages 
and is working out 
successfully in 
practical use. The 
stay consists of a 
strip of leather 
containing a num- 

ead ber of perforations, 
with a fabric backing stitched to the 
leather. 

The perforations cause a gentle suc- 
tion which serves to hold the heel in 
position without discomfort to the 
wearer of the shoe. It is said to be 
entirely different from any device de- 
signed for a similar purpose and is 
protected by patents. One noteworthy 
advantage of the device is said to be 
the fact that it does not rub or burn 
the heel by friction. 


Easter Shipments Are 


Finished; Whites Next 


CINCINNATI, OHI0O—The output at 
shoe factories in this section for the 
first three months of this year was 
about on a par with that for the same 
period of 1929. A few of the leaders 
have been running steadily since the 
first of the year and there is enough 
cutting on hand at this time to assure 
a capacity run for the next few weeks. 

Footwear for sales around Easter 
has all been shipped out and manufac- 
turers are now busy making up ship- 


ments for May 10 to June 1 deliveries. | 
A great deal of black is being cut for | 


the May and June deliveries and ship- 
ments of whites are expected to be 
fully as heavy as they ordinarily are 
for this time of the year. 


It is very noticeable that orders | 


coming in at this time for immediate 
and later delivery favor to a great ex- 
tent spring and summer styles with 
heavy punchings and _ perforations. 
Many sandal types will be shipped out 
for May and June sales and manu- 
facturers report fabrics to be very 
popular. 


Burke’s Opens in Buffalo 


BuFFALo, N. Y. 
Boot Shop has been opened at 9 East 
Genesee Street featuring Enna Jettick 
footwear for women exclusively. The 


new store is in the heart of the down- | 


town retail shopping district. On the 
opening day, the store gave a pair of 


women’s full fashioned silk hosiery to | 


every purchaser of footwear. 
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Lynn Factories Report 
Good Fill-In Business 


LyNN,: Mass.—Business steps along 
briskly here. Factories are active on 
filling in orders; also on orders for 
early summer, and samples for fall, 
More filling in orders are expected after 
merchants clean out their stocks during 
Easter sales. Much depends upon the 
weather. Some in Lynn and vicinity 
are making up shoes for stock, ready 
to be shipped the day ordered. 

White shoes are next on the list. 
All forecasts tell of a big summer 
business in white footwear, especially 
all white shoes. Already many cases 
have been made and shipped. Colors, 
in the blue, green and other bright 
tones also show strength. Linens are 
moving briskly. More patent leather 
is being cut. The revival of this stock 
is interesting, from a price point. The 
shiny leather is quoted at 25 cents a 
foot and down, as well as in the higher 
ranges. The new low level of prices 
enables a manufacturer to offer a 
pretty nice looking line of shoes at 
lower prices than for some time on this 
class of footwear. The larger use of 
rubber soles on sport shoes is turning 
hides from sole to upper leather tan- 
neries to be made in to patent leather 


| for dressy shoes. 


Black mat kid, and black light calf, 
the feature leathers for the first quar- 
ter of the year, gained such an impetus 
that they are in fashion to stay for a 
while. Some firms made 50 and 60 
per cent of their spring shoes of these 
blacks, and one went up to 85 and 
another to 90 for a while. The run on 
blacks includes mats, patents and 
satins. 

A brief review of the spring run is 
timely as it bears on prospects for sum- 
mer and fall. Production was less than 








(UTPS)—Burke’s | 


a year ago. Prices were lower. But it 
may be that profits were equal to a 
year ago, because styles were safe, and 
certain wastes were eliminated. Skirts 
are longer than a year ago. Feet have 
not yet disappeared under long skirts. 
But there’s a current purpose to make 
them look smaller. Various ideas in 
designing are brought into use to pro- 
cure this effect. This is one reason 
for the pump, the opera, strip or other 
strapless style, which many consider 
the leading pattern for the first quar- 
ter, and forecast for a continued good 
| during the summer and into the 
all. 

More sizes have been brought into 
use. For instance, a last maker reports 
an order for a set of lasts of AAAA 


| to EEE in width which comes from a 


manufacturer who has not hitherto 
used so many widths. Evidently, the 
campaign to get more shoes fitted right 
is bearing fruit. Lynners have no in- 
terest in quarter sizes. They would 
only double their requirement for lasts, 
patterns and forms, and increase the 
expense of making shoes. It is better 
business to produce more of the stand- 
ard sizes and to fit them to feet. Heels 
showed a general tendency to lower 
levels during the early spring, possibly 
because of the popularity of sport 
shoes, which usually carry low heels, 
and also because of the activities of 
makers of orthopedic shoes who are 
waging a wider campaign than ever to 
teach people to look to the health of 
their feet. Yet on the other hand, new 
models of lasts show quite a range 
of heels in the 18/8 and 20/8 class. 
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S' MMER heat makes tired feet—tired feet need 
relief—and you can supply that—at a profit. 
@These models are definitely designed to boost 
summer sales, yours and ours—and are doing so. 
Here’s why. They supply summer comfort and 
style at a popular price. Graceful, stylish, color- 
ful, to blend with the bright summer frock. @So 
if you want to take away some of the bite of Sum- 
mer overhead, put these colorful slippers on the 
counter and in the window, with a price card and 
the display material which we furnish. @lIt will 
be a big Summer for the slipper section. 


Send coupon for Demonstration Pairs 
SSS SB BBB BSB SSBB SEBS EE eee eee 


BEST-EVER SLIPPER CO. 
75 Front Street, Brooklyn, N. Y. 


Send me 1 demonstration pair of Palm Beach and Fetherwate. 
If they look good VIl order, otherwise return in two weeks 
or you can debit me for the single pair. 


Store Name 


Address 
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features: The “Palm Beach” is made on the new, exclusive 
“Streamline” pattern. It is a genuine Silk Crepe 
with crepe lining and silk velvet bow to match. 
12/8 covered wood heel, molded counter, soft tufted 
sock lining and cushion padded kid grain leather sole. 


IN STOCK--In Red, Blue, Green, Black—Sizes 3 to 8. 
C Width 


$2.25 per pair 


features: The “Fetherwate” 
D’Orsay is also made of genu- 
ine Silk Crepe with Crepe 
lining to match, 12/8 covered 
wood heel, molded counter, 
soft tufted sock lining and 
cushion padded kid grain 
leather sole. 
IN STOCK—In Red, Blue, 
Green, Black—Sizes 3 to 8. 

C width 


$1.85 per pair 


The 


*“Fetherwate”’ 


Y 











BEST-EVER SLIPPER CO., Ine. 


Main Factory and General Offices: 75 Front St., Brooklyn, New York 
Seattle Sales Office . 318 Denny Bldg. 
Chicago Sales Office . : 207 South State Street 
Export Department . ° 100 Gold Street, New York, N. Y. 











WHERE TO BUY 
Ballet Slippers 


6 8 hhh A! 





In Stock Black Ballet 
Slippers 
Ladies’ $1.25 pair 
Misses’ $1.20 pair 
Child’s $1.15 pair 
BLOG SHOE CoO., INC. 
147 Duane Street, 
New York City 








ee 
Gights and Lefts 
Twe Grades 
Wom. Miss. Chi. 
01.50 $1.45 $1.40 
1.86 1.86 1.35 
Im Stock 
325 West Monree 








ef the unusual kind 
B1e2 Bik. Kid Hand Tere 
Sett Tee 


@ Child’s 6 to 11—$1.3 
Misses 11 oa Tae 
Women's 2 
Also Hard 
SCHWARTZ &2 HERDER, Inc. 
Specialists i Gallet and Comfort Sii 
341 Ne. 1ith St., Philadelphia, Pa. 














Soft Toe 
Turn 
Ballets 

Black Kid 

Expertly Designed 


oo 


Lefts and Rights 


ie 
Ne. 100— 
H. F. MALOTT SHOE 
(915 Girard St. 





*K E N D A L L AND LEFT 
- BALLET 
4 sideline of 


BALLET 
SLIPPERS 





WILL PROVE 
4 MONEY 
MAKER 


IN 
STOCK 


Orders filled day received 
SEND FOR CIRCULAR DEPT. C. 











44 KENDALL SHOE COMPANY + 
HAVERHILL, MASS. 


BALLET SLIPPERS 


No. C870—All sizes in stock for 
immediate delivery: Write 
today for plete 


914-34 N.Marsnfield in Shae Oo. 








Issues Patent Warning 











Fig. ¢. 


New YorK—The National Boot and 
Shoe Manufacturers Association has 
issued a bulletin to its members calling 
attention to a patent granted to James 
Edwards upon an application filed Sept. 
23, 1925, for a method of making 
turned shoes and also covering the last 
used in the process. It is claimed by 
the owners that this patent has been 
violated in a number of respects. 

A plan view of the last is given in 
Figure 3 above. It is of standard shape 
and dimensions for the required size of 
shoe, except that the heel is shorter and 
is provided with a groove, usually ver- 
tical and midway transversely of the 
heel. 

There are nine drawings illustrating 
the complete method and there are six 
claims in the patent covering both the 
method and the last. It is claimed that 
the patent covers the making, the sell- 
ing or the using of the last. 


Retail Trade Improved 
in Cincinnati District 


CINCINNATI, OHI0—There has been 
a betterment in business conditions in 
general during the past few weeks, as 
the payroll has been increased to a 
great extent in Cincinnati, a city of 
varied industries. Sales at retail stores 
for the first ten days of April were 
considerably higher than those for the 
last ten days of March. 

Local shoe merchants are very op- 
timistic about business for this spring 
and summer, many of them having 
changed their views since business 
started picking up. 

A little bit of everything has been 
selling during the past few weeks, with 
black reported leading. Mat kid and 
patent are almost equally popular and 
each is especially good when trimmed 
with some light material. Green and 
purple are very good just now and both 
are expected to hold their own through 
the season. Quite a lot of reds have 
been sold in the last ten weeks but 
are dying out gradually and it is 
thought that red will be supplanted to 
a great extent by beiges. 


New Sales Manager for 
Tootsies, Inc. 


RocHEsSTER, N. Y.—Tootsies Inc. has 
a new sales and advertising manager 
in James H. Welch, who resigned from 
Davis & Jeens Co., to accept this posi- 
tion, formerly occupied by Edward J. 
Loeb. Mr. Welch is a trained adver- 
tising man and salesman and he enters 
upon his new duties with enthusiasm. 
This company manufactures infants’ 
and children’s shoes at 9 Haidt Place. 


82 


It’s the Keeping Expense 
(CONTINUED FROM PAGE 43) 


Certainly not over-night, right whe 
we decided to change the price. 

“Depreciation actually occurs in the 
customers’ minds. That’s where! Whe) 
we lower our prices we are only ag. 
justing our value viewpoint to agre 
with the value the public has place 
on that shoe. 

“A shoe has no value whatever bg. 
yond that at which the customer ap 
praises it by saying, ‘I’ll take it.’ Dur. 
ing March and April many custome; 
said, ‘I’l take it.’ During May not » 
many, and in June possibly not one, 

“So in truth the depreciation . 
curred gradually from March til! July 
in the customers’ minds, although we 
did not act on their refusals till] July, 

“Depreciation is not a jumpy thing, 
It accumulates daily just like you; 
salary. You earn your salary day by 
day, even hour by hour, but you collec 
it only once a month. Just so with de. 
preciation. We take it, or realize it, or 
‘swallow our medicine,’ as you might 
say, only at more or less definite pe. 
riods. But the losses we take then have 
been accumulating every day of the 
year.” 

“Well, Charley, have it your way, 
but what’s the moral to this anyway?” 

“The moral, sorry to say, is nothing 
new nor startling. It’s just another 
verse to that old song: The Stores 
That Make Profit Are Those That Get 
Turnover. 

“My estimate of a cent and a half a 
day may be wrong in amount, but it’s 
right in principle. I might even admit 
that the average shoe’s depreciation 
_ not begin till it is five or six weeks 
old. 

“Be that as it may, I have proved 
to myself—and to you, I hope—the ex- 
act reason why high turnover produces 
high profit. Because smaller stocks 
mean less ‘keeping expense’ and less 
depreciation. 

“T’ve made up my mind to apply this 
‘keeping expense’ yardstick to the 
various lines of shoes in this store. | 
know beforehand what I’ll discover— 
that all slow selling lines will show a 
tremendous loss. Even some lines we 
have always thought were profitable 
because they carried a high mark up, 
we will find are really unprofitable be- 
cause of their slowness. 

“On the other hand, it’s easy to see 
that the fast selling lines are actually 
making us more money than we ever 
dreamed they could. Fast turnover re- 
duces their ‘keeping expense’ and their 
depreciation.” 

“Then I suppose you'll throw out 
every unprofitable line you find,” said 
Jim Bowman. 

“Maybe—maybe not,” Charley an- 
swered. “At least, when we locate an 
unprofitable line or department we'll 
hold a clinic over it. We may decile to 
push it harder, to push it less, to mark 
it higher, to mark it lower, to handle 
it in some different way, or, as a last 
resort, to discard it. But we'll not let 
it ride along day after day losing 
money; we’ll do something.” 


Moves to Manchester, N. H. 


LYNN, Mass.—Melanson Shoe (o., 
makers of welts for growing girls, 
misses, children, boys and youths, have 
moved from Lynn to Manchester, N. H. 
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109 READE ST. NEW YORK CITY 


IMPORTED SANDALS 
MADE ON AMERICAN LASTS 
IN STOCK 


Natural Kip Brown Calf Trim $2.60 5070 All Natural Kip 


All Natural Kip .. 2.60 1 ‘ p 
All Rose Blush * Sa. 5071 Natural yr ela 


Rose Blush-White Calf Trim 2.60 ' : 
All White Kip 2.90 White Sandals have white soles 


White Kip Black Patent Trim. . 2.90 Natural and Rose-Blush have natural soles 
Sizes B-4/8, C-3/8 Terms—2% 10 days, Net 30 days 








The following i 
e following is embossed on the heel Sample pairs cheerfully submitted. 


pad of each pair of sandals 
STYLED IN VIENNA 


Expressly for us 


+48: 


No Order Too Small. 




















These are high grade sandals made on American lasts according to our 
rigid specifications. For the past few seasons it was almost impossible to 
supply the great demand for these sandals. However, our customers were 
taken care of at the opening prices all seasons. 


Get in the Friedman parade and insure yourself of advantageous oppor- 
tunities for profits and excellent service. 


B. FRIEDMAN SHOE CO., Inc. 


109 READE STREET NEW YORK, N. Y. 
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WHERE TO BUY 
~ Ballet Shippers 





Soft Toe Ballet Slip- 
per and all types of 
dancing footwear re- 
quired by teachers 
and profession- 
als. At once de- 
livery. Send for 


Coast Representative: 
MR. A. F. WINSLOW 
5205 El Rie Avenue 


Eagle Roeek, Los Angeles, 
California 























BLACK KID BALLET SLIPPERS 


MADE ON RIGHT AND LEFT LASTS 
Wom. Miss.Childs 
600— (Top Grade) 1.45 1.40 1.45 
os— 1.30 1.235 1.26 
Coast Prices Slightly Higher 


Brooks Shoe Mfg. Co 
Philadelphia— IN 
Swanson and Ritner Sts. STOCK 


Los Angeles—1162 8o. Hill 8t. 





AE EAP Ee A, 


WHERE TO BUY 


Women’s Novelties 


ll ele i i ee ee ee 


All leather imported Czecho Sandals 
72 pair of a color and pattern to each 


case. 
Sample cases of moulded Berta, Sonia and 3, 
also London McKay, can be shipped for your - 
spection from New York. 
IRWIN W. 
THE R. STERN New York 
Direct fi 





Increase Advertising 
Appropriation 


CINCINNATI.—Expressing their con- 
fidence in the future continued growth 
of their business and of business pros- 
pects in general, Julian & Kokenge 
Company, manufacturers of Foot Saver 
shoes for women, have materially in- 
creased their advertising appropriation 
for 1930. This increase has already 
been justified by the sales reports. 

Seven hundred forty-four newspaper 
advertisements of Foot Saver shoes 
were published in March, and half 
pages were used in four national maga- 
zines of large circulation. 





A Shoe Palace 


(CONTINUED FROM PAGE 34) 


The materials and architecture or de- 
sign of the exterior are earried into 
the vestibule. Glass ceiling with lights 
behind the glass continues the “day- 
light” into the store. The display win- 
dows are lighted through Halophane 
glass, which gives a remarkably uni- 
form lighting. The floor of the display 
windows is of Macassar ebony, while 
the walls are of zebra wood—an Afri- 
can wood—with inlay of black ebony. 
The floor of the vestibule is of tra- 
vertite. , 

The elevator lobby, a continuation of 
the vestibule, reveals on each side of 
the elevator doors decorative panels— 
in bas relief and made of a hard com- 
position of plaster—the work of Eu- 
gene Maier-Krieg, these panels contin- 
uing through the building. 


4 Oval Court, on the main floor, 
finished in golden stucco, the main 
salesroom, on the street floor, and de- 
voted to the sale of women’s shoes at 
$10.00 and above, well pictures the 
ideal salesroom, combining the max- 
imum of comfort and artistic appeal 
with every facility for service. The 
outstanding feature of this room is the 
center lighting arrangement, of brass 
with Halophane lenses, making as 
pleasant an approximation of subdued 
daylight as the customer could wish to 
see. The columns, and the exteriors of 
the counters at the sides of the room, 
are of Napoleon Notre Dame marble. 
The woodwork is all American black 
walnut, with much intricate panelling 
in the aleoves. The carpet is specially 
woven in accordance with Mr. Weber’s 
figure-designs. 

In the Oval Court and throughout 
the entire building, the stock rooms and 
wrapping desks are concealed—away 
from the view of the public. yet easily 
and quickly available through the many 
unobtrusive wall-doors. 

There are hosiery departments on 
every floor. The shoe departments are 
located as follows: $10-and-up, main 
floor; men’s department, basement; 
women’s thrift shop, likewise below the 
street level; $7.00 and $8.50 shoes. sec- 
ond floor; Junior Shop, third floor; 
sports and theatrical shoes, third floor 
—a hosiery department adjacent to 
each makes it a foregone conclusion 
that each shoe sale means in almost 
every instance the sale of hosiery to go 
with that particular kind or style of 
shoe. 

A slate-stepned stairway leads down 
into a_ slate-floored basement room, 
where the walls are done in knotty pine 
wood, stained and finished to match 
English deal and, to give the hunting 
lodge or mannish effect, only pieces of 
wood with a maximum number of knots 
were selected for the walls. The 
square-panelled ceiling, of glass and 
copper “diamond-shaped squares,” 
sheds a flood of indirect light that is, 
to all appearance, daylight itself. The 
masculine effect is further carried out 
by green leather covered settees and 
chairs, and, at either end of the room 
where the walls are not occupied by 
counters or doors, two stunning fres- 
coed panels—one depicting a hunting 
scene and the other a tense moment in 
a polo game—and both painted directly 
on cement, the work of Barse Miller. 





The women’s thrift shop is directly 
adjacent to the men’s department in 
the basement, and is devoted to the 
sale of women’s $5 and $6 shoes. Here 
the decoration is as effeminate as it js 
masculine in the men’s shop. The wood 
trim is birch and bird’s eye maple 
stained a golden yellow, orange and jet 
black, while the walls are in neutra] 
horizontal pastel stripes, cheery look- 
ing in the mild indirect lighting of the 
room. The unusual touch is heightened 
by the blue lacquered fabric materia] 
on the benches and the unusual shade 
and design of the carpet runners. 

The sound merchandising idea that 
parallels the beauty of the store-ar- 
rangement is visible also in the mezza- 
nine, where, beside exquisite brocaded 
walls, woodwork of Macassar ebony, 
beautiful ladies’ lounge and _ ladies’ 
dressing room, there is “The Green 
Gallery,” where evening slippers are 
sold—a little intimate nook at the 
furthest end of the mezzanine. 

In the “Blue Room,” second floor, the 
neutral gray-blue decorative scheme 
adds greatly to the leisurely apprecia- 
tion of footwear in the $7.00 to $8.50 
scale, well described as “moderate- 
priced but high-styled.” 

A hallway from the Blue Room leads 
to a little room at the foot of the stair- 
way leading up to the third floor, and 
this little room is used as a room for 
clearances and special events. 

The general offices and the mail ser- 
vice department, with its modern facili- 
ties for serving out-of-town customers, 
are also located on the second floor, 
light and airy, where employees can 
give of their best constantly. The 
Lamson tube system, used for both 
charge and cash transactions, and op- 
erating throughout the entire building, 
centers in these general offices. 


OZILY alcoved, the children’s shop 

is especially designed for the small 
folk, the very linoleum on the floor being 
inlaid with nursery designs dear to the 
heart of childhood. The boys’ shoes, 
the misses’ shoes, and the wee kiddies’ 
shoes, are each sold in a separate nook. 
The woodwork here is of stained Phil- 
ippine mahogany. The chairs, a novel 
feature, are of metal tubing covered 
with lacquered fabric. The nooks are 
separated one from the other by means 
of glass shelf-work displaying the foot- 
wear appropriate to its “nook” and 
with light streaming from below to 
strikingly illuminate the shoes on dis- 
play. On this floor a limited line of 
children’s garments are sold, also. 

Sports and theatrical shoes are also 
sold here—in their own special nooks. 

Additional stock rooms are on the 
fourth floor, where also is the advertis- 
ing and display departments and the 
conference room. 

Throughout the building the air is 
completely changed every six minutes 
by introducing washed air through 
large blowers and fans. This air is 
taken from the roof down into the base- 
ment where it is filtered through 
sprays of clean, cool water and forced 
into the various areas of the building 
through a labyrinth of ducts and pipes. 
This air is cooled in the summer and 
warmed in the winter, and the temper- 
atures of the various rooms and spaces 
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Junior Girls’, Misses’ and Children’s 
Shoes in Stock 


The 
Fastest Selling 
Juvenile Line 


in 
America 


All Goodyear Welts 


No. 528 

Junior Girls’, Misses’ and Children’s 
Patent One-Strap Pump Junior Girls’ 
and Misses’ with low Leather Heel and 
Rubber Top Lift. Children’s with Belting 
Leather Sole and Spring mayel: 

MITATION TURN 
Sizes 2% to 7 A 
Sizes 11% to 2 
Sizes 8% to 11 


See our catalogue for other attractive patterns a i is 


° 1 h Patent one Siean Pump ide a hy 
se isses’ with eather ee 

in patent eat er Other runs Spring Heels and Beltins Soles 

IMITATION TUE 

Sizes 1% to 2 

Sizes 8% to 11 

Sizes 5% to & 

Sizes 2 to 5 


You know the difficulty of fitting the 
big girl with shoes that will please her 
and at the same time satisfy the par- 
ents. We have met this condition .. . 
100% our customers say ... with our 
Junior Girls’ and Extra Misses’ lines. 
Just a few of these styles are shown Y No. 528 
on this page. It will repay you to re- : 

view the complete line as shown in I the: telisie in. ‘aon 
our Spring and Summer Catalogue. at top of Dae ee Oat 
If you have not received your copy, 

send for it today. 


Our stock department carries com- 
plete runs of sizes and widths in all 
models. You may depend upon it to 
make shipment of your order on the 
day of its receipt. 


Extra Misses’, Misses’, Children’s and 
as Melanson Sons Corp. a eo 
and Misses’ with Leather Heel and Rub- 
ber Top Lift. Children’s and _ Infants’ 


Makers of Juvenile Shoes with Damp Proof Soles Welted and 
Stitched around the Heel. 


x 
North Adams, Mass. Sizes 8% to 11 


A FULL LINE OF FLEXIBLE PLAY SHOES IN STOCK 


Including Sandals and Moccasin Types 
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WHERE TO BUY 
Spats 





CHURCH’S 
Imported LINEN Spats 
in white, grey and tan, also SAILCLOTH 


epate. 
sed for formal and theatrical affairs. 


LYONS & COMPANY 
122 Duane St., New York, N. Y. 














BOND STREET 
Lpats 


Styled in England— 
Equal in every way 
to the finest im- 
ported spats — but 
made over here and 
riced accor 

ery complete 

in wide range of 
prices and 1 cor- 
rect shades. Nation- 
ally advertised. 


Write for price list and samples. 


THE WILLIAMS MFG. CO. 
PORTSMOUTH OHIO 


 @ 
FRE 
y 4 patig 
. sera was Ss 
Whe 


GREATEST SPAT LINE 
OF THE INDUSTRY 


Tatlored just a \ittle micer but price 


IMPERIAL SPAT MFG. CO 





d considerably lower 


DENVER 








Ideal Spats 
and 
Ornaments 
pats, $10 to $82 dos. 


or MFG. CO. 
4248 N. Crawford Ave., 
"SHIGA Go 








WHERE TO BUY 
W ork Shoes 


Goodwill Shoes 


“For Hard Service and LongWear" 


WB Werk and Service Shoes In Stock MB 








are automatically controlled by thermo- 
stats. 

No cost or effort has been spared to 
obtain a daylight effect throughout the 
building: 2500 light outlets are scat- 
tered throughout the ceilings and walls, 
and 700 reflectors have been installed 
to direct the rays of this light through 
the ornamental translucent glass. This 
four-story structure—plus its basement 
makes five stories—consumes as much 
electricity as the average ten-story of- 
fice building. 

Almost needless to add, the building 
is of class “A” construction, with a 
structural steel frame and reinforced 
concrete floors, walls and roof. Even 
the window frames and sashes through- 
out are of metal. And the entire build- 
ing, including stock rooms and selling 
space, has been protected by an auto- 
matic fire detection system. 

Summing up, Mr. Sommer says: 
“America has developed a modern art 
of her own, which we believe is infi- 
nitely more beautiful than any of the 
European contributions, because it has 
grown from the soul of the American 
people, and expresses the American 
outlook on life. It has the fresh viril- 
ity of a vigorous, forward-looking na- 
tion. It is strong, alert, positive, be- 
cause it has not had to fight itself free 
from any nationalistic school which 
preceded it, as is so often the case 
with much of the foreign contemporary 
works, and though it embraces some of 
the characteristics of the European 
contributions, it differs from them de- 
cidedly. For instance, though it is 
light in spirit, it is not frivolous like 
the French; and while it is deeply sin- 
cere, it lacks the heavy profundity of 
the German; by the same token, though 
it is definitely decorative, it has not the 
over-elaborate ornamentation of the 
Austrian. In a word, it is sensible and 
practical with all its newness. You 
will get an idea of the absolute origi- 
nality of every detail of our new build- 
ing, for instance, when I tell you that 
even what would seem to be inconse- 
quential little fixtures had to be made 
to special order.” 


Rochester Merchants After 
More Tan Shoe Business 


ROCHESTER, N. Y.—Rochester shoe 
merchants who sell men’s shoes held an 
enthusiastic luncheon-meeting at the 
Chamber of Commerce last Tuesday, at 
which time the special committee on 
the N. S. R. A. “Tan Shoe Week” rec- 
ommended that the Rochester mer- 
chants should not wait until April 28 
to feature tan shoes for men, but in- 
stead to start immediately to advertise, 
display and show tan oxfords to men 
and boys. 

Treasurer Madison W. Pierce, of 
Eastwood’s, said their store had already 
started featuring tans and with great 
success. Messrs. Watson, Sizer, Phe- 
lan, Pidgeon, Van Deventer and others 
declared that tans should be popular. 


Goetz-Mittelman Open 
Second Store 


DETROIT. — Goetz - Mittelman, _Inc., 
opened their second store, April 1. The 
new store is in the Fisher Building, 
convenient to the new shopping center 
of Detroit. 
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William Madden Dies While 
Surf Bathing 


MIAMI, Fia. (UTPS) — William 
Madden, retired president of the Mad- 
den Shoe Stores, Inc., of Cincinnati, 
Ohio, died of heart disease last week 
while bathing in the surf at Miami 
Beach. 

Mr. Madden was an annual winter 
visitor at Miami, and had been here fo: 
three months. He and his family were 
preparing to return to Newport at 
noon. The automobile was _ packed 
ready for the trip and Mr. Madden and 
his son, James F. Madden, went to th« 
beach for a last swim. Mr. Madden 
was in less than three feet of wate: 
when he suddenly sank to the ground. 
Life guards administered artificial res- 
piration for 90 minutes, but without 


avail. 

The widow, Mrs. Minnie Madden 
Mr. and Mrs. James F. Madden anid 
their eight-months-old child took the 


body to Newport. 


Black Kid Popular in Des 
Moines 


Des Moines, Iowa (UTPS)- 
Seventy-five per cent of the shoe busi 
ness in women’s lines during the month 
of March was in black kid, according 
to C. H. Conner, president of the Des 
Moines Retail Shoe Dealers’ Associa- 
tion. Style trends were discussed at 
the April meeting held Thursday eve- 
ning, April 3. 

The first week in April showed in- 
roads into the light colors, with beige 
clair and watersnakes leading. In his 
own experience Mr. Conner, head of the 
shoe department at the Utica, declared 
purple had a run in popularity. 

Black kid is still strongly in favor 
with decorative variations now coming 
in. Customers are calling for patent, 
lizard and snakeskin trims, this demand 
actually reaching surprising propor- 
tions. 

Heel heights have changed from last 
season, Mr. Conner pointed out. They 
are either extra high or boulevard 
height, no medium French heels being 
called for. 


New Pittsburgh Store Features 
X-Ray 


PitTsBuRGH, Pa. (UTPS) — The 
Physical Culture Shoe Shop, the first 
of its kind exclusively for Pittsburgh, 
opened for business’ today in 203 Stan- 
wix Street, in the Jenkins Arcade. 
Equipped with the latest model in X- 
ray machines, according to H. O. Mc- 
Cullough, the manager, the shop is pre- 
pared to cater to the wants of Pitts- 
burgh’s men, women and children, es- 
pecially those who have experienced 
difficulty, and in some cases suffering 
from the wear of improperly fitted 
shoes. 

Hundreds of persons visited the 
store during the first few days and all 
got a chance to see their own feet being 
X-rayed, and how their pedal extreme- 
ties look through the machine. Many 
diagnosed their own trouble and sug- 
gested their own remedy—either larger 
or smaller, narrower or wider shoes— 
and sales for the first day were very 
encouraging, McCullough reported. 
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EN -JOIE HEALTH SHOES 
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4H14—Suntan Kid—ABC, 2%-8 . 4H17—Levor's | rhite 
$3.25 3.25 

















4H13—Mat Kid—ABC, 2%-8 4H16—Beige Claire—ABC, 214-8 
$3.25 83. 


ibis [ oA 
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LS Tv 


4H11—Mode Kid—ABC, 2%-8 4H34—Levor's Whi 
$3.25 | | 83. en. 
4H10—Mat Kid—ABC, 2%-8 1} = 2-8 
$3.25 2 HITT 1] 4H33 i Fe ABC, 2 
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4H20—Suntan Kid—ABC, 2%-8 4H31—Levor’s White—ABC, 2-8 
$3.25 $3.25 


























4H19—Mat Kid—ABO, 2%-8 4H30—Beige Claire—ABC, 2%-8 
$3.25 $3.25 
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FOR IMMEDIATE DELIVERY 
TALOG OR SALESMAN TO CALL 


E SHOE COMPANY 


DICOT 
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OAT 4 8 8 TO Ta ee ee 


WHERE TO BUY 
Children’s Slippers 


i ei el li i te 





IDEAL BABY SHOE CO. 
MRS. A. L. DAY 
887 Fourth Avenue 
New York 
828 W. Jackson Blvd. 


1807 Washington Ave. 
St. Louis 


49 Fourth St. 
San Francisco, Cal. 
Factory, Danvers, Mass. 
Send for Catalog 











“KEEP THE FEET HAPPY” 
Children’s Fine Footwear 
MADE WITH THE SKILL OF 
TRUE CRAFTSMEN 
MANY STYLES IN STOCK 
CREATED ONLY BY 


SHAFT-PIERCE SHOE CO. 


FARIBAULT, MINN. 
SPECIALISTS SINCE 1892 








Approved by Medical Men 
As o fetls ventilated 7 


(188 Me, Main St. 
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WHERE TO BUY 


Shoe Ornaments 


6 





MESH BOWS 
ARE NOW 
POPULAR 


Ass’d Styles, Samples on Request 


THE 
REYNOLDS COMPANY 


7 Eddy Street 
Providence, Rhode Island 








Do You Know? 


That you can buy or eell it threugh 
the “Where to Buy” column. This 
feature in its quick service is a time 
saver in meeting immediate needs. 














The Business 


Crime Court 


(CONTINUED FROM PAGE 39) 


Abbot: “And the credit man—did he , 
insist on getting interest?” 

Green: “He did not.” 

Abbot: “Your account is running a 
little behind hand now?” 

Green: “No more than anybody else, 
I fancy. I don’t do anything but what 
thousands of other fellows are doing.” | 

Abbot: And do you purpose getting 
back to a casi basis.” 

Green: “No, I do not. It pays me 
to lose discounts for I can make the 
money earn more by operating real 
estate.” 

Abbot: “Very good. Now tell us, 
Mr. Green, what would happen if 
Brown and Crovelly refused to supply 
you?” 

Green (laughing): “They wouldn't. 
They’re glad to get my business. I 
have a good statement and they know 
their money is safe.” 
uae “Naturally, but suppose they | 
aid, 

Green: “It would be their loss; any 
other house is glad to get my business. 
I split it now as it is with—” 

Abbot (quickly): “Never mind that. 
It is a fact that other vendors are glad | 
to take your business.” 

Green: “They are.” 

Abbot: “Thank you, that’s all I 
want.” (to Flinn) “You may take the 
witness.” 

Flinn: (looking Green up and down | 
slowly and contemptuously): “So you 
are Green?” 

Green: (looks 
nothing). 

Flinn 
you?” 

Green: “Of course, yes.” 

Flinn: “Then, why not admit it. Tell 
us, Green, if you understand the nature 
of a contract?” 

Green: “What kind of a contract?” | 

Flinn: “Any kind. Suppose I came 
to your store to buy some—er—any- 
thing. And I paid you for them, and 
you promised to send the goods that 
day. Would you do so?” 

Abbot (stands up, about to object, 
then changes this mind). 

Green (looking surprised): ‘Why, 
sure I would—if I had it in stock.” 

Flinn: “So, my man, I understand 
that you would promise delivery, get 
my money and then would see if you 
could deliver. Call that honest?” 

Abbot: “Objection!” 

Judge Braddock: “I think the ques- 
tion may be allowed.” 

Flinn (sharply): “Come, come, you 
know whether you would or you would 
not—don’t you?” 

Green: “Of course. I’d look first, and 
then say what I could do.” 

Flinn: “Is the Court to understand 
then that you never promise delivery— 
that is, the fulfilment of your part of 
the contract—without first finding out 
if vou could make good.” 

Green (after a pause): “Er—Yes.— 
That’s so.” 

Flinn: “Then you consider it both a 
moral as well as a legal obligation to 
fulfil your part of a bargain.” 

Green (looking furtively at his coun- 
sel): “So far as I can.” 

Flinn: “So far as vou can, hey!” | 
(speaking sharply) “Now, listen to | 
me. Suppose after I left your store an- 


surprised but says 


(sharply): “You are, aren’t 
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|} course 


| question. 


other customer came in to buy what | 
bought would you give it to him, to get 
the profit on his business and keep me 
waiting—because you had my money 


| anyhow?” 


Green 
not.” 

Flinn: “No?” (sarcastically) “Of 
not. Yet you get goods for 
which you promise to pay at a certain 
time and then use your money for other 
purposes than making good on your 
moral and legal obligations?” 

Green: “I dont’ think that is a fair 
{ don’t do differently from 
thousands of others.” 

Flinn: “Very kind of you. Then 


(indignantly): “Certainly 


you 


| admit that you are no more dishonest 
| than other dishonest men, eh?” 


Abbot: “Objection!” 
Judge Braddock (sustained): “Your 


| question is improper, Mr. Flinn.” 


Flinn: “I beg the Court’s pardon. | 
withdraw the question. (he looked 
silently at Green for a minute and then 


| said): “I ask you, Green, if you judge 
| your own conduct by other peoples or 


whether you act for yourself.” 
Green (sullenly): “I act for myself, 


of course.” 


Flinn: “Then what other people do 
iz no criterion of right or wrong. 
You’ll agree to that I believe?” 

Green: “Er—yes.” 

Flinn: “Then when you promise, 


| promise understand, to pay within a 
| certain time and then renig on your 


word, would you call it the action of 


| an honest man?” 


Green: “I can’t answer that ‘yes’ or 
‘no’ without qualification.” 
Flinn (shouting): “Qualification! 


| Qualification to a simple question of 


business decency. Of course, you can— 


| yes or no?” 


Green (remaining silent, looks anx- 


| iously at his counsel). 


Flinn (still shouting): “Well, yes no 
no?” 
Green: “In a way I suppose—in a 


| way I should say ‘no’—but I lose my 


Giscount to pay for it.” 

Flinn: “You lose your discounts!” 
(looking at Green and sneering) “So 
because you take an extra three months 
—or is it three years?—beyond the 
time you promised to pay net, you 
think you offset the business crime of 
breaking your contract?” 

Green (looking worried): “The dis- 
count is heavy for the time I get. 
should think thé wholesalers should be 
satisfied.” 

Flinn: “We are not interested in 
what you think. But in the terms of 
your legal contract. You agreed to the 
terms ... Didn’t you?” 

Green (startled). “Yes.” 

Flinn (with a short rather hard 
laugh): That’s enough.” 

Green steps down with obvious re- 
lief. 

Abbot then calls “Jermyn Stubbs,” 
an accountant of recognized standing. 
Stubbs is quickly sworn and takes the 
stand. After the usual questions: 

Abbot: “The usual terms in 
business are, I believe, two per cent 
ten days, thirty days net.” 

Stubbs: “Yes, E. O. M.” 

Abbot (surprised): “E. O. M.?” 

Stubbs: “Yes, that means “End of 


this 
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X MILLION READERS 


SOMETHING MORE THAN 

JUST SHOES 
Trade Builders are an advertised 
Standard of Value. We tell the 
men in six million homes about 
them every month of the year. 
Thousands of these men are in 
your trading radius. Buy Trade 
Builders. Serve these men and 
take the profit. 


TRADE BUILDERS WEAR 
ON THE INSIDE TOO 
The Grain Leather Combination 
Counter Pocket and Back Stay is 
an Exclusive Trade Builder Fea- 
ture. Men like it. It saves the 
lining and saves the sox. Our 
super fitting Last with the pat- 
ented special steel shank provides 
comfort men demand today in 

footwear 


TOM 
A soft, easy fitting, genuine Black 
Kid Shoe with all the exclusive 
Trade Builder features at $3.50 
per pair. 


Write for a sample 
pair in your own 
siz 


é. 


merchandising 
features of 
“Trade Builders’ } 


Combination Grain Leather 
| Counter Pocket &Heel Stay | 


If you sell Men’s $5.00 shoes, 
your stock is incomplete without 
“TOM.” 


M. T. Shaw, Inc. 


COLDWATER - MICH. 
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Greeley’s House Slippers 


Ladies’ 


Black Vici Kid 1} 


Strap Slipper, Quilted Sock, 
Sewed, Turned, Leather Sole. 


Right and Left Last. 
Whole Rubber Heel. 
12 pr. lots, $1.35; 
36 pr. cases, $1.30 
per pair. Stocked. 


A. W. GREELEY 


12 Duncan St., Haverhill, Mass. 





T is gratifying to learn 

that our own shoe indus- 
try has not lost sight of the 
importance of fine details, 
or its appreciation of fine 
things. 


We are informed with in- 
creasing frequency that in- 
sistence on high-grade laces 
is growing stronger daily. 


This is not surprising since 
intense competition eventu- 
ally leads to improvement 
of product, particularly in 
accessories. 


Schaeffer all silk 

laces have been 

specified for years 

by those who are 

particular about of- 

fering not only the finest 

the most serviceable 
laces. 


The continued growth in the 
number of merchants stand- 
ardizing on these superla- 
tive laces verifies their value 
as builders of good-will. 


Your jobber has Schaef- 
fer laces in all styles 
and colors—or he will 
quickly get them for you. 


referab 
Scant 


ACEL_ 




















aA 
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SCHAEFFER & COMPANY 


222 Cedar Street, Reading, Pa. 
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WHERE TO BUY 


Barefoot Sandals 





GOLD SEAL BAREFOOT 


SANDALS 
IN STOCK 


In a variety of 
colors for men, 
women and chil- 
dren, in high and 
low heels. 
Prices 
$11.50 to 
$30.00 per 


One dozen 
assorted sizes 


days’ approval. 
GOLD SEAL, 722 Broadway, N. Y. C. 





WHERE TO BUY 
Modernistic Display 


Fixtures 


ER AEROS OO 
Personalized Service 


To the ever-increasing 

list of shoe organiza- 
tions who have utilized 
our services, we add the 
names of the Joy Bootery 
of Broadway, Jay-Cobbs 
of Fifth Avenue and the 
London Shoe Co. 


Display fiztures in glass, 
carved glass, wrought iron, 
bronze, Chrome steel chairs 
and fitting stools — floor 
mirrors. 





METAL ARTCRAFT 
FIXTURE CO., Inc. 
418 W. 41 St. NEW YORK v4 








Production Gains Are 
Reported in Brockton 


BrocKTon, Mass.— Shoe shipments 
from this center continue to run 
slightly behind the record total set for 
the same period of a year ago, but 
increased production last week indi- 
cates that the output for the year is 
slowly gaining on last year’s total. 

Up to April 1 of this year a total of 
129,119 cases were shipped from this 
center as against 132,784 for the first 
three months of 1929. For March of 
this year, the shipments totalled 50,099 
cases as compared with 54,202 cases 
last year. Some of the plants continue 
to run on fairly full schedules. 


To Study Style Abroad 


WHITMAN, Mass. — J. B. Stancliffe, 
merchandising manager of the Regal 
Shoe Co., and his assistant, M. F. Ses- 
selman, will sail for Europe soon on 
their annual search for new styles. 
They will be gone about three weeks, 
visiting style centers in England and 
France. Both men’s and women’s 
modes will be studied. 


month.” All goods shipped during the 
month are due for discount on the 
tenth of the following month.” 

Abbot: “So, Mr. Stubbs, the retailer 
gets two per cent discount if he pays 
in ten days; but if he wants another 
twenty days credit he loses two per 
cent for the convenience. Is that cor- 
rect?” 

Stubbs: “That is quite correct.” 

Abbot: “Isn’t two per cent for twenty 
cays a rather high rate of interest to 

ay?” 

Stubbs (smiling): “Well, you would- 
n’t want to borrow much at that rate.” 

Abbot: “What rate per annum would 
that work out at, Mr. Stubbs?” 

Stubbs: “Thirty-six per cent.” 

Abbot: “How do you figure that?” 

Stubbs: “Two per cent for twenty 
days is one per cent for ten days or 
three per cent a month. Twelve months 
to a year makes it thirty-six per cent.” 

Abbot: “So, wholesalers really make 
the retailers who do business with 
them pay at the rate of thirty-six per 
cent a year for the credit convenience?” 

Stubbs: “Yes, for twenty days.” 

Abbot: “Thank you, Mr. Stubbs, 
what is the usual bank rate for com- 
mercial loans?” 

Stubbs: “It varies; about six per 
cent.” 

Abbot: “So the wholesaler borrows 
at six per cent but charges thirty-six 
per cent according to the figures you 
gave us?” 

Stubbs: “Yes, but——” 

Abbot (quickly): “Thank you, Mr. 
Stubbs, that’s all.” (To Flinn) “You 
may take the witness.” 

Flinn: “You are qualified to explain 
business usages, Mr. Stubbs, we all 
recognize your authority. I ask you to 
tell us the purpose of trade discounts.” 

Stubbs: “There is no trade discount 
on the goods’ Mr. Green.buys from 
Brown & Crovelly.” 

Flinn (surprised): “What do you 
mean?” 

Stubbs: “Trade discount is discount 
usually allowed from a fixed price list. 
It is often easier to change trade dis- 
counts than prepare extensive new 
price lists.” 

Flinn: “Thank you for that clear 
exposition, Mr. Stubbs. Tell us then, 
please, the purpose of cash discount. 
Stubbs: “With pleasure. Cash dis- 
count is a special allowance for pay- 
ment before the net due date.” 

Flinn: “It is an allowance for pay- 
ment ahead of time then? Not in the 
nature of a charge for credit exten- 
sion?” 

Stubbs (after a pause): “That is 

so.” 
Flinn: “Then the wholesaler really 
allows discount at the rate of thirty- 
six per cent a year rather than charge 
that rate for credit extension?” 

Stubbs: “I have never heard it put 
that way before. But that is about 


right.” 
inn: “That’s all. 
grinning broadly.) 

Abbot excuses witness. He then 
calls several vendors who all testify, 
substantially in the same way, that 
while the terms are two per cent ten 
days, net thirty days, they expect the 
net accounts to run another thirty days 
before being paid. Trade custom, 
caused by the number of slow pay re- 
tailers, making it generally recognized. 

Flinn cross examined, but could not 
shake the evidence; the best he can 


(He sits down 





secure is that vendors wish retailers 
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would live up to the letter of the terms. 

Abbot, after a rather painful pause, 
said abruptly: “The defense rests.” 

Judge Braddock then called a recess 
until the next day at which time the 
district attorney and counsel for the 
defense were to be ready to present 
their summations. 


Rhodes Store Moves Shoe 
Department 


SEATTLE, WaASH.—In line with its 
policy of convenience to customers, 
Rhodes Department Store, Seattle, has 
removed its shoe department from the 
main floor location to a setting on the 
third floor in the heart of the apparel 
section. The third floor is devoted to 
women’s apparel exclusively and it is 
highly suitable that shoes should be 
placed where they can be matched with 
the new costume at the time of pur- 
chase. 

Shoes have been given more space 
than they formerly occupied and the 
department is to be refurbished with 
new furniture and fittings. Stocks are 
concealed in handsome walnut cases 
and the department is enhanced by a 
few choice trims. 

Matrix shoes have been added to the 
lines carried and will be exclusive to 
this store in Seattle. They are being 
very actively featured in department 
trim, windows and advertising and are 
proving popular. 

There is a strong demand for lighter 
shades and reptile leathers continue in 
high favor. 

S. A. Wochos is buyer. He is also 
president of the Seattle Retail Shoe 
Dealers Association. His assistant is 
C. D. Ward. 


Shoe Man Starts Safety Club 
for Kiddies 


PITTSBURGH, Pa. (UTPS)—Three 
weeks ago, William W. Nichols, man- 
ager of the Ground Gripper Shoe Com- 
pany store in 517 Grant Street, here, 
started the “Little Gripper Safety 
Club” to help protect children from in- 
jury by autos. 

Before Mr. Nichols got started very 
far, applications for membership were 
coming in steadily, and more than 300 
now are enrolled. Every applicant 
must sign a pledge card promising al- 
ways to look both ways before crossing 
a street, and each member receives a 
button, showing he or she is a member 
of the club. The’ interest shown by 
parents proves the idea is taking hold 
and the parents are helping to boost 
the membership in the club. 


J. D. Christy Buyer for Adam 
& Co. 


BuFFALo, N. Y. (UTPS)—James D. 
Christy, former assistant buyer of 
women’s footwear for the R. H. Macy 
Co., of New York, has been appointed 
women’s shoe buyer for J. N. Adam & 
Co., of Buffalo, it was announced by 
Walter C. Brunmark, president of the 
store. Mr. Christy succeeds Charles 
Hageman, who has resigned. Mr. 
Hageman has not announced his plans 
for the future. This change becomes 
effective at once. 
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NOW! SOMETHING NEW 


IN PROFITABLE LINES TO MEET 
THE INCREASED DEMAND FOR 


SHOE ORNAMENTATION 


No. 3779—The Upper 
Bow with metal contrast” Per pair under part ie mech chain. 
ing strips. Colors: Nickel _ Silver, 


Comes 
— e, 45 Mat Silver, Oxidized 
Light’ Blue, Pink, Peari ——- anh 
and Grey. 


No. 3079—Clasp with s 

twenty best quality Per pair 

ne _——, ~a4 

quered ack. Smar z 

ornamentation. No. 3812—Most popular Per pair 
Novelty Meshhow made 


of ribbon mesh. Colors: 
French grey, mat silver, 
nickel silver and bronze. 


Per pair 
054—First quality 


No. 3 

Rhinestone ornamentation. 1 2 

Splendid seller. a No. 3810—Another popu- P 
lar number. Mesh bow 
made of ribbon mesh. 
In same colors as No. 
3812. 


The above four 
marvelous imitation 
cut steel shoe 
buckles are most 


popular sellers in ,, , 
their class. They Per pair 


No. 3104—Galalith and Per pair No. 3811—This number : come in nickel 252 


Rhinestone Effect. Very also is having a good silver, mat silver. 


chic, up-to-date model. . A mesh bow made 
Can be had in same ribbon mesh coming 0 steel, bronze, and 
colors as No. 3759. e : same colors as No. 

812. 


gold. 


Merchants featuring Riegelman shoe ornamentation are earning addi- 
tional profits. The ornaments illustrated are of high quality, in perfect 
keeping with the new fashions and an important factor in stimulating after- 
Easter business. Your mail orders will receive immediate attention. 
Samples of any type gladly sent to you upon request. 


RIEGELMAN NOVELTY CORPORATION 


112 WEST 39th STREET NEW YORK CITY 
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SELL THIS SERVICEIA 


Seven in ten people have foot trouble 
in some form. Nine times in ten it is 


an arch condition 


IE success of your business—of al- 
most every business—depends to a 
very great extent upon the service 
it renders. 

It is no exaggeration to say that 
without the addition of so much as a single new 
customer, or any increase in sales expense or 
overhead, almost any shoe merchant, by adopt- 


ing the new Plan of Service evolved by The 


Scholl Mfg. Co., can increase his business 35 to 
70 per cent! 

It has been proved in hundreds of instances 
and under all possible circumstances. Never 
once has it failed. It knows no “‘off-seasons”’. 
One satisfied customer sends another. 

It is the most constructive, productive and 
fundamental element of service in the shoe 
business today. Every sale you make through 
it gives you a double profit; wins the good-will 
and word-of-mouth advertising of every cus- 
tomer; is the most effective weapon of meeting 
competition, and will do more to stabilize your 
business than any other plan in existence. 

It makes no difference what class of trade you 
cater to, or whether you are located in a big 
city, suburban section or small town; whether 
you are on the main street, a side street, on the 








Pedographing the stockinged feet 


takes but a minute to prove it 


street level, up one flight or down one flight— 
it produces results immediately and never stops 
producing results. 

The experience of Mr. Earl H. Baker, man- 
ager Shoe Dept., Le Maistres’, Asbury Park, 
New Jersey, is typical of the success this plan 
meets everywhere. Following is a paragraph 
from a letter Mr. Baker wrote recently: 

“In every instance my sales consist of the proper 
fitting Dr. Scholl Appliances at $10, $12 or $15 
to remove the cause of the foot trouble, the nec- 
essary Dr. Scholl Remedies to relieve the condi- 
tion, and a pair of shoes properly fitted to get the 
utmost value out of the Appliance selected. Sales 
thus amount to $25 and $28, which heretofore 
would have just been a pair of shoes at $8.() 
or $10.00.”’ 

This greatly amplified form of Dr. Scholl's 
Foot Comfort Service—vastly broadened in 
scope and effectiveness—is so simple and com- 
prehensive that any sales person in your store 


D*Scholls 
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ean master it and render it with ease and skill. 
Seven in ten persons you serve are potential 
beneficiaries of this Service—for that is the 


proportion of the population afflicted with foot 


trouble in one form or another. 

This Plan of Service was conceived and per- 
fected at great expense and is offered without 
charge to any shoe merchant who will follow 
the methods it teaches. 

The person in your store whom you select to 
be taught to operate this Plan receives his or 
her instructions from twelve men of highly spe- 
cialized skill in every branch of the Service. 





This graphic revelation of the condition 
of the feet makes people stop and think 


It comprehends every phase of store op- 
eration—scientifie shoe fitting; principles of 
modern salesmanship; ability to make a 
competent mechanical analysis and correc- 
tion of any foot trouble; the fundamentals 
of advertising, of window display, ete., ete. 

All of which COSTS YOU NOTHING! 

Back of you in attracting foot sufferers to 
your store in an ever-increasing number, is our 


local and national advertising campaign involv- 
ing an expenditure of over $1,250,600, which 
penetrates every home in your town and its 
entire trading area. 

Besides this we supply you with a wealth of 
advertising and publicity material without 
charge, to further establish your store as Head- 
quarters in your locality for this unique and 
valuable service. 

Resolve now to write us at once for full de- 
tails explaining how you can take advantage of 
this remarkable sales and _ business-building 
Plan. 


THE SCHOLL MFG. CoO., Inc. 
Largest Makers of Foot Appliances in the World 
213 W. Schiller Street, Chicago 


62 W. 14th St., New York 112 Adelaide St., E., Toronto 
190 St. John St., London, E. C. 1 


Branches in the leading cities of the world 





And this explanation by means of the 
skeleton foot is convincing in itself 


loot Comfort Service 
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Business Changes 


& Block; 
suc- 


ARIZONA — Florence — Mandell 
boots, shoes, etc.; partnership dissolved; 
ceeded by K. Mandell. 

ARKANSAS—Stuttgart—The Timberlake Co. 
(W. B. Timberlake, mgr.); boots, shoes, ete. ; 
recently commenced business. 

CALIFORNIA—Santa Paula—Weill & Dwire; 
boots and shoes; succeeded by George Tighe. 

ILLINOIS—Chicago—Dobbs Shoe Co., Inc.; 
manufacturers men’s shoes; name changed to 
Cole, Rood, Haan & McGregor Co. 

Maling Bros. (not incorporated); boots and 
shoes; now incorporated as Maling Bros., Inc. 

Peru—Udo Unzicher (“The Shoe Mart’’); 
boots and shoes; reported selling or sold out. 

IOWA—Ladora—R. M. Tyler (““R. M. Tyler 
Clo. Co.”); boots, shoes, ete.; sold business to 
L. E. Sims Clo. Co. 

Washington—Earle W. Corbin & Co.; boots 
and shoes; sold or closed out business. 

MASSACHUSETTS—Brockton—Frazer’s Shoe 
Dep’t Co.; boots and shoes; filed $17,000 issue 
of common stock. 

Lowell—Jackson Shoe Mfg. Co.; manufac- 
turers; inc. authorized capital $50,000. 

MISSISSIPPI — Corinth — Nelson Clo. 

ots, shoes, etc.; succeeded by Bryant’s. 

MISSOURI — Auxvasse — Auxvasse Clo. and 
Shoe Co.; boots and shoes; sold to Ross & 
Buckner of Marshall, Mo. 

St. Louis—Berland Shoe Stores, Inc.; 


Co. ; 


boots 


and shoes; J. B. Berland, president; and Jacob 
M. Plaut, treasurer; reported retired. 

NEW YORK—Brooklyn—Herman Rodgers; 
boots and shoes; incorporated authorized capital 
$10,000. 

Joseph Slutsky (Liberty Bargain Shoe Store) 
(42 Seigel St.); reported selling or sold out. 

New York City—Pedeveloper Shoes, Inc. ; 
boots and shoes; incorporated. 

Astor Shoe Manufacturing Co., Inc.; boots, 
shoes, etc.; inc. authorized capital $25,000. 

Rubin & Creamer (306 St. Ann’s Ave.); 
boots and shoes; partnership dissolved; suc- 
ceeded by Harry Rubin. 

Richmond Hill—Aaron Cohn & Co. (123-21 
Liberty Ave.); boots and shoes; removed to 
68-15 Boulevard, Rockaway Beach, , a 

OKLAHOMA — Oklahoma City—A. & A. 
Leather & Shoe Co.; leather and shoes; inc. 
authorized capital $2,500. 

PENNSYLVANIA — Everett — A. C. Whet- 
stone; boots and shoes; succeeded by L. W. 
McClain. 

Philadelphia—Jacob Hahn (6081 Wister St.) ; 
boots and shoes; succeeded by Fannie Hahn. 

RHODE ISLAND—Providence—Labbee Shoe 
Co.; boots and shoes; recently commenced 
business. 

VIRGINIA — Richmond — Albert Stein, Inc. ; 
hoots and shoes; reported name changed to 

C. Longan, Inc. 

‘WISCONSIN—Cedar Grove—Wiswell-Everston 
Shoe Mfg. Co.; boots and shoes; incorporated. 








Failures, Embarrassments, Etc. 


CALIFORNIA — Bakersfield—Raymond Wise- 
kopf; boots, shoes, etc.; reported petition in 
bankruptcy. 

Los Angeles—Sam Meller (Meller’s Bootery) ; 
boots and shoes; reported assigned 

M. E. Tooker; boots and shoes; reported pe- 
tition in bankruptcy. 

FLORIDA—Jacksonville—I. Dwoskin (‘‘Family 
Shoe Store’’); boots and shoes; reported pe- 
tition in bankruptcy. 

Key West—M. E. Mondul (“O. K. Shoe & 
Luggage Shop’); boots, shoes, etc.; reported 
petition in bankruptcy. 

ILLINOIS—Chicago—Louis E. Richter (4780 
Milwaukee Ave.) ; ts and shoes; reported 
petition in bankruptcy; reported receiver ap- 
pointed. 

Jack Moss (206 N. Clark St.); 
etc.; reported petition in bankrupt 

Isadore Schatzmam (1346 S. Halsted St.) ; 
boots and shoes; reported offering to compro- 
mise at 20 per cent. 

Vandalia—St. Louis Shoe Store; boots and 
shoes; reported petition in bankruptcy. 

INDIANA—Anderson — Gardner’s Boot Shop 
(E. E. Gardner); boots and shoes; reported 
petition in bankruptcy. 

Hammond—Milgram Shoe Co., Inc. (“M. B. 
Shoe Shop’) (569 Hohman St.); boots and 
shoes; reported petition in bankruptcy. 

1O0W A—Burlington—L. B. Ringold Co.; boots, 
shoes, etc.; reported petition in bankruptcy. 

KANSAS—Yates Center—J. L. Shanahan 
(“The Toggery”); boots, shoes, etc.; reported 
asking general extension. 

MASSACHUSETTS—Boston—Boston Co-Op- 
erative Shoe Mfg. Co. (535 Albany St.); manu- 
facturers; reported petition in bankruptcy. 

Lynn—Perkins-Jones Shoe Co.; manufactur- 
ers; reported offering to compromise at 30 per 
cent. 

MICHIGAN—Detroit— Abraham 
(4614 Michigan Ave.); boots and 
ported petition in bankruptcy. 

NEW JERSEY—West New York—Wholesale 
Bargain House, Inc.; boots, shoes, etc.; re- 
ported petition in bankruptcy. 

NEW YORK—New York City—Herman Mar- 
golis (56 W. 14th St.); boots and shoes; re- 
ported assigned 

National Shoe and Leather Co. of America, 
Inc. (845 8th St.); boots and shoes; reported 
assigned 


aia shoes, 


Salaanovitz 
shoes; re- 


boots and 


Al Tanney, Inc. (3803 Broadway) : 
reported 


shoes ; reported petition in bankruptcy; 
receiver appointed. 

Spencerport—Louis Tripisciano; boots and 
shoes; reported petition in bankruptcy. 


NORTH CAROLINA — Asheville — Rainbow 
Slipper Salon, Inc.; boots and shoes; reported 
petition in bankruptcy. 

Wilson—Stokes-Tomlinson Co.; boots, 
etc.; reported petition in bankruptcy. 

OHIO—Canton—A. J. Simon; boots, 
ete.; reported petition in bankruptcy. 

Cleveland—Harry Cowan (7000 Lexington 
Ave.) ; boots, shoes, etc.; reported receiver ap- 
pointed. 

Columbus—Albert Laszlo; boots, 
reported assigned. 

A. J. Schottenstein; boots, shoes, etc.; re- 
ported petition in bankruptcy. 

OREGON—Toledo—S. E. Newkirk; boots, 
shoes, etc.; reported petition in bankruptcy. 

PENNSYLVANIA—Altoona—Randall & Sim- 
mers; boots and shoes; reported petition in 
bankruptcy. 

Carnegie—Samuel Farbstein; boots, shoes, 
etc.; reported petition in bankruptcy; reported 
receiver appointed. 

Lewiston—Clyde Kemp (‘‘Kemp Boot Shop’’) ; 
boots and shoes; reported petition in bankruptcy. 

Glass Boot Shop; boots and shoes; reported 
petition in bankruptcy. 

SOUTH CAROLINA—Greenwood—Mrs. Mark 
Getta (“‘Bee Hive”); boots, shoes, etc.; reported 
petition in bankruptcy. 

TEXAS—Big Springs (also Plainview) —Jacobs 
& Eron (“The Betty Lee Shoppe’’) ; boots, shoes, 
etc.; reported assigned. 

Brownsville—Z. Perez; boots, 
ported petition in bankruptcy. 

Dallas—Sessel Shoe Co., Inc. (1016 Commerce 
St.) ; wholesale boots and shoes; reported offer- 
ing to compromise at 50 per cent, payable 25 
per cent cash, 12% per cent in 30 days and 
12% per cent in 60 days. 

David Fair; boots, shoes, etc.; reported peti- 
tion in bankruptcy. 

Paducah—H. G. Taylor; boots and shoes; re- 
ported petition in bankruptcy. 

WEST VIRGINIA — Cameron — The Spragg 
Co.; boots, shoes, etc.; reported petition in 
bankruptcy. F 

WISCONSIN —Tomah— Minnie  Bongers 
(Bonger’s Shoppe) (Bongers Shoe Co.); boots 
and shoes; reported petition in bankruptcy. 
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Latest Reports of New Stores, 
Failures, Embarrassments and 
Bankruptcy Proceedings 


New Shoe Dealers 


Stigler, Okla.—Frix Mercantile Co. 

San Diego, Cal.—The Golden Rule, 2572 Uni. 
versity Ave. 

Scottsboro, Ala.—Chas. W. Armbrester (soon). 

Madisonville, Ky.—Noble’s New Department 
Store, McLeod Bldg. 

Fitzgerald, Ga.—Friedlander & Isonson. 

Rowland, N. C.—Arthur E. Saleeby & Co. 

St. Louis, Mo.—Futterman Bros., 3601 N,. 
Broadway. 

Tulare, Cal.—Liberman Rosencrantz Co., 144 
North K St. 

Pine Grove, W. Va.—Deak & McKinley 

Brazil, Ind.—Gus Loeb & Co., Nationa! Ave, 
and hha St. 

Easley, 8. C.—R. Carlin. 

Philadelphia, Pa.—The Family Store, 233 
Front St. 

Pottsdam, Pa.—Stomel’s, 240 High St. 

Hillman, Mich.—Jess M. Vedder. 

Pittsburgh, Pa.—Patrick Gallagher, 120s Fifth 
Ave. (soon). 

Radford, Va.—John H. Heald & Co. 

Charlottesville, Va.—A. W. Cox Depart 
Store. 

McNab, Ark.—Mrs. Robert Janst. 

Georgetown, Miss.—Mrs. Nina Sebren. 

Cherokee, Iowa—F. M. & V. W. Waters. 

Bad Axe, Mich.—Vaughan & Ragsdale. 

p River, Conn.—Harry Breitman, 

Main St. 

Jackson, Ohio—Arthur & Jenkins. 

Willshire, Ohio—R. Steinman, F. & M 
Bldg. 
Port Chester, N. Y¥Y.—Kasim Fiehen, 11 
Main St. 

West Point, Ky.—L. T. Tuell (resumed 

New Lexington, Ohio—C. W. Morri 
Main St. 

Goleta, Cal.—Maurice Rosenthal. 

Hoboken, N. J.—Square Deal Army & 
Store, 66 Newark St. 

Osmund, Neb.—H. R. Butler. 

New York, N. Y.—Ediz Shoe Co., Inc., 2 
E. 5th St. 

Osseo, Wis.—Osseo Community Store C 

Wasta, S. D.—Frank Moorhead. 

Columbia, S. C.—Jacqueline Slipper 
1536 Main St. 

Veronia, Ore.—J. C. Penney Co. (soon) 

Springfield, Tenn.—J. C. Penney Co. (son) 

Ithaca, N. Y.—J. C. Penney Co., 120 E. Stat 
St. (soon). 

Dayton, Ohio—Ground Gripper Shoe Co 
more Hotel Block. 

Dayton, Ohio—Cantilever Shoe Co., Bil! 
Hotel Block. 

Shelton, Conn.—Kreiger Dry Goods 
Howe Ave. and Bridge St. (new dept.). 

Syracuse, N. Y.—W. I. Addis Co., S. Sali: 

Appleton, Wis.—Wittenberg-Ross, Inc. 

Columbus, Ohio—Monnett, Inc., 3 E. State St 

Terre Haute, Ind.—Dan Cohen Shoe 
671 Wabash Ave. 

Parkersburg, W. Va.—Black & Deem, Th 

Auburn, Me.—Ault-Shackford Shoe Co. (| 

Evansville, Ind.—Enna Jettick Boot Sho; 

Oswego, Y.—Brownbuilt Shoe Stor 
E. Bridge St. 

Sutton, S. D.—J. Boldue. 

New Lexington, Ohio—C. W. Morris. 

Thomaston, Ga.—The Lawrence Depar': 
Store, Hightower Bldg. 

Chattanooga, Tenn.—John Vlasis, 16 Mair 

Pittsburgh, Pa.—J. B. Gaylor, 215 5th Ave. 

Canton, Ohio—Newman’s. 

New York, N. Y.—Royal Shoe Co., 26 Main 
St., Queens. 

Chattanooga, Tenn.—John Vlasis, 16 Ma 

Dundalk, Md.—Henry Wessel Co. 

Thomasville, Ga.—Turner’s. 


Tifton, Ga.—Mirsky’s Department Store, levy 


Z. 
Fillmore, Cal.—Walkover Bootery, 360 
tral Ave. 
Arkdale, Wis.—Peter Ereckson & Son. 
Coulee, Wash.—George B. Cooley. 
New York, N. Y. 
Nassau St. (soon). 
Rochester, N. Y.—Rittenberg-Hellman Shoe 
Leather Corp. 
Detroit, Mich.—I. Miller Salon, Inc. 
Detroit, Mich.—Bern’s Shoe Shop, Inc. 
Union City, N, J.—Betsy Ross Shoe 
No. 1, 416 38th St. 
Bryant, 8. D.—J. Edgar Bouchard. 
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[MANFIELD & SONS 
1629, Chestnut St. 
PHILADELPHIA. 


ALL WIDTHS 
IN STOCK 


ENGLISH 
RIDING BOOTS 








CHILO'S TAN 
DO WIDTH 


TAN & BLACK 


























a 
SEND FOR CATALOGUE TAN « BLACK 
BUY DIRECT FROM MAKERS 











The highest- priced room at New 
York's new Hotel Lincoln is$7 for a 
large room with twin beds, tub bath 
and shower. A room, with shower, 
for one $3. 1400 rooms and baths, 
$3 to $5 for one, $4 to $7 for two. 


Telephone 


Lackawanna 1400 NEW YORK’S NEW HOTEL 


LINCOLN 


Eighth Avenue, 44th, 45th Streets, Times Square 


RIDING BOOTS 


The rapidly increasing demand 
for specialty boots has opened 
new profit possibilities for more 
merchants. 


A market for finely made, pop- 
ular-priced riding, field and avia- 
tion boots exists in your locality. 


Our catalog of 1930 styles *s 
ready for mailing. Jt will 
be sent promptly on your 
request. 


J-M-CONNELL SHOE CO. 


SO. BRAINTREE 
Style No. 1250 


oto) 1, 5 = 5 Se -lele} pS 











REECE’S TOE TREATMENT 


A REMEDY FOR 
““athlete’s foot’’ 


Warm weather brings foot troubles and 
an increase in the very prevalent ring 
worm of the foot or ‘‘athlete’s foot.’’ 

You will perform a real service for 
your patrons by having a supply of 
Reece’s Toe Treatment at your command. 
This treatment has been used with uni- 
formly good results on the most stubborn 
cases. Wholesale, $4.00 per dozen. Re- 
tail, 50c. a jar. 

REECE’S Plain Wood Perfect Rocker 
Sandal for sanitary purposes, $9.00 per 
dozen. Smarter than smart is the Genedo. 

In a variety of colors. High or low 
heel. $18.00 to $30.00 per dozen. 

Note the adjustable buckle. 


Folder on request. 


REECE WOODEN SOLE SHOE CO., INC. 
COLUMBUS, NEBRASKA 
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MAIZE SHOE CO 
Je MM Ii ror ca 
IN STOCK HERE 


Order Filled TODAY! 2%¢ Wo shoes 
that sell readily 


at $1.50 up! 


YOU CAN | 
STAND BACK 
OF YOUR} 
“SUNBEAMS” | 
—WE DO! 


All Styles In 
STOCK 


No Better Shoes 
ei. Made at the 
Price—Excellent 


Profits for 
YOU! 


{ R464—Patent Stitch Step; vamp 
cut-out. 
2. 


R465—Same in Lite Smoke 
Stitch i 


ia\tYeNti 


2% 10; NET 30 DAYS 





SALESMEN—CHECK! “ey ~* comprise the 
best selling line in U. S. Prompt payment of 

and square rw Give territory 
traveled and references in applying. 
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4 MAIZE SHOE CO., Rochester, N. Y. 
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THIS MAY BE 
YOUR OPPORTUNITY 
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Salesmen Wanted Traveling Shoe Salesman 


To sell li £ hints 1 d , One with nae following — ladies’ novelty 
our line o 1g rade an y shoes to handle strong selling 
Welt sh uM g Sage 4 popular priced Girl’s, Misses’ and Children’s pee egg Pgs > Alga IB 
shoes. any styles in stock. Following states are open: excellent opportunity for right party. 
references and exact territory covered, in first 
North Carolina Arkansas lowa letter. All territories open. 
South Carolin Address 8749 care of Boot and Shoe Re- 
C — Tennessee Kansas corder, 239 W. 39th St., New York City. 
reorgia Kentucky Nebraska 
—— Alabama Minnesota 
ississippi 7 , 
Pp! Oklahoma New Jersey GALESMEN WANTED — Experienc: 
Missouri carry side line of staple and novelty 
; H a ’ : : — ‘ - slippers, soft and hard soles for men, wi 
Liberal straight commission. No objection to non-conflicting line. Write full and children, ten day delivery commissi: 


details first letter. bonus on monthly settlement basis. Bis 1 
State reference and territ 


f igh arties. ry 
The Green Shoe Mfg. Co. pel. y+ sel B-766, care Boot and s 


960 Harrison Ave., Boston, Mass. el 239 West 39th Street, New 




















LINE WANTED 


SALESMEN WANTED 
SALESMEN A™M open for cheap line rubber met ’ 
This “AD” i i house shoes, Georgia and South Car 
f S | D” is directed to the ype WANTED If lines priced right will handle on com: 
° alesman who does not ordi- basis. Selling these lines for past 15 rs Twent 
H e ” y. >ee 5 Ss F er 
narily answer “Salesmen Wanted WANTED: In all sections, Shoe Sales- ae a [ig hg gy * RS a 
advertisements. men with established territory to carry ai ality . da ome B63 
A well-known ¢ " : as side line on commission basis short ; ge! 
B k F and long established snappy line of attractively priced Juve- EN’S welt line wanted, to be sold tl 39th | 
rockton Factory will soon have nile Shoes, Flexible Turns sizes 1/5, canvassers mail order way to sell at $ — 
several openings. There is a real Flexible Lightweight Stitchdowns sizes $6—$7. All leather, arch support. Widths LIP 
i f h k 1/5 and 6%/8, and Medium Weight necessary Address B-762 care Boot and Shoe ch 
opportunity for men who know Stitchdowns sizes 2%4/6 (approximately perear rai 239 West 39th Street, New eli 
how to sell and are willing to work 65 samples) packed in neat compact case. N- vy. = a : sina a 
hard. In answering, give a com Fostest selling uae on the market today. alll ns 
ee ‘ ’ é ‘i ll numbers stocked. = 4 
° 7 a} 
plete summary of your experience wil Sh Cc ANTED line of women’s McKay’s stray = 
and results accomplished. Your mar Shoe Company, Inc. pumps to retail at $1.95, want the: Addr 
first letter must tell the entire stor Manufacturers, Rochester, N. Y. volume buyers in South, want factory line 239 \ 
y that has been offered to jobbers and t 
if your application is to be con- stores only. I have outlet, give me th« 
sidered. Address B-765, care ~~ and a rder XP! 
: 239 West 39th Street, New York, \ fox 
— salesmen have been informed [NDIANA — KANSAS -— NEBRASKA — a chai 
of this advertisement. All letters Salesmen covering these States who can sell WANTE D—Women’s in-stock line of novelty and s 
strictly confidential. children’s eevee Welts and Stitchdowns. line McKay’s to retail for $4 and $5 organi 
Write us for our proposition. CURTIS- Can place the right line with well rate 
Address B-756, care Boot & Shoe STEPHENS-EMBRY CO., Inc., Reading, Pa. counts, Minnesota, Iowa, Wisconsin, Mont 
; both Dakotas. We are factory representat 
clas tone ao _— 39th 1041 Plymouth Bld., Minneapolis, Mim 
sf , . . ‘ 
































SHOE salesmen wanted to carry a line of 
spats and shoe ornaments as a _ sideline, 


those who have time to allow them to carry a BUSINESS OPPORTUNITY 


LES " side line, answer only with references. Man- 
ALESMAN—The Sam B. Wolf Sons Com. olis Manufacturing Company, 4248 No. Craw- 


pany, Cincinnati, manufacturers of th 11 . , i inoi 
known line of AMERICAN GIRL Arch. Sep ford Ave., Chicago, Illinois. I AM doing a very good shoe repair 


port Shoes has an excellent opening in the ness in a store where there is plent 
states of Ohio, Michigan and Western Penn- room to add men’s shoes. If you ha 
sylvania. We will consider only applications UBBER Footwear Salesn.en for Maine, New small amount of money to put in a stoc! 
from men who have been representing manu- Hampshire and Vermont, New York State, rent, etc., is very small. Store located in 
facturers of women’s shoes and who have a Midle West and South. Commission basis only. town in Eastern Massachusetts. Address I} 7 
well established following in the territory men- Address B-757, care Boot and Shoe Recorder, care Boot and Shoe Recorder, 239 West 
tioned. References required. 239 West 39th Street, New York, N. Y. Street, New York, N. Y. 

















CLASSIFIED ADVERTISING RATES Fan 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. Mini- lest? 
mum charge 75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum charge $1.25. When — 
a box number is desired twelve words should be added for the address. In all other cases each word of the address should Boot 
be counted. Boston, 
The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 
Classified advertising is payable in advance. 


BS Advertisements for this page must be in our New York office on Friday of the week preceding publication. © 
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~~ EXECUTIVE WANTED 





EXECUTIVE WANTED 


MERCHANTS’ NEEDS 








ing. State age and experience. 





Sales and Business Executive Wanted 


Splendid opportunity for capable man with some capital to take over 
fully equipped shoe plant located in middle west—well adapted for 
men’s and boys’ shoes or for line of children’s shoes. 
experience in styling and building line which he is capable of market- 


Address B-761, Care Boot & Shoe Recorder 
189 W. Madison St., Chicago, Il. 


One having 





Pory, Cur, 


price tickets; 


TILTS ATANY ANGLE 


$2.75 Half Gross 


Guaranteed to give 100% 
Satisfaction 


M. D. POLLINGER CO. 
416 Victoria Bidg. St. Louis, Me. 

















FOR RENT 





~ POSITION WANTED 


—Splae RIENCED salesman, single, college 

iduate, best references, desires to affiliate 
immediately with women’s eater priced 
McKay manufacturer for New England States. 
Address B-760, care Boot and Shoe Recorder, 
140 Federal Street, Boston, Mass. 





YOUNG MAN, connected with Fifth Avenue 
concern, wishes to connect as buyer or 
assistant buyer. Ten years’ first class experi- 
ence. Address B-745, care Boot and Shoe 
Recorder, 239 West 39th Street, New York, 
ms w 





EXECUTIVE—Young man (29) with twelve 
years’ experience, Manufacturer’s _ office, 
Road Representative and Retail Store Manage- 
ment, desires to locate in Boston or South 
Shore District. Address B-758, care Boot and 
Shoe Recorder, 140 Federal Street, Boston, 
Mass. 





OSITION as manager or assistant manager 

by experienced retail shoe man in store or 
department selling High Grade Men’s Shoes. 
Twenty years’ experience as owner and man- 
ager. None but a high grade proposition will 
be considered. References exchanged. Address 
B-763, care Boot and Shoe Recorder, 239 West 
39th Street, New York, z. 





Executive and Salesman _ seeks 

change. Knows business thoroughly. Now 
traveling. Controls large following retail and 
wholesale trade, 250 active accounts New Eng 
land and West, gentile. Old enough to have 
valuable experience, young enough to possess 
energy, initiative and ambition, results assured 
Address B-764, care Boot and Shoe Recorder, 
239 West 39th Street, New York, N. Y. 


LIPPER 





EXPERIENCED manager; high grade juvenile 

footwear, now employed, seeking to make 
a change, as manager and buyer, know last, 
and style. Desire to communicate with an 
organization that plans to expand. Address 
B-768, care Boot and Shoe Recorder, 239 West 
39th Street, New York, N. Y. 








WANTED TO BUY 


ANTED TO BUY—Modern old established 

family Retail Store, selling quality lines, pre- 
fer location in Michigan, will consider Indiana 
or Ohio. With yearly sales from $65,000 to 
$125,000. Have considerable cash to invest in 
the right store now showing a good net profit. 
Address B-751, care Boot and Shoe Recorder, 
239 West 39th Street, New York, N. Y. 











FOR SALE 





AMILY shoe store for sale. Outstanding 
opportunity in Oklahoma. Hundred per cent 
location. Established over ten years. Fair 
Rent. Reasonable terms. Address B-767, care 
Boot and Shoe Recorder, 140 Federal Street, 
Boston, Mass. 





FOR SALE—Shoe Store, DuQuoin, IIl.. 
8000 population; best location and City in 
Southern Illinois. Only one other shoe store 
in City. 
DuQuoin, II. 


Address, 16 Main St., 
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OR RENT—Very desirable space for shoe 

department in old and well established de- 
partment store. THE SEYBOLD DRY GOODS 
O., Logansport, Ind. 





EPARTMENTS FOR RENT — Misses’ 

shoe departments for rent, main floor space, 
in largest ladies’ apparel stores in following 
cities: Washington, D. C., Rochester, Utica, 
Schenectady. On percentage basis, possession 
at once. Apply GOLD’S, 570 Seventh Avenue, 
New York, N. Y. 








PATENTS 


(PATENTS) 


Time counts in applying for patents 

risk delay in protecting your ideas. 

sketch or model for instructions or A, = 
FREE book, ‘“‘How to obtain a Patent’ and 
“Record of Invention’’ form. No charge for 
information on how to proceed. Communications 
strictly confidential. Prompt, careful, efficient 
service. Clarence A. O’Brien, Registered Patent 
Attorney, 453-C, Security Savings and Comm’l 











Bank Building (directly across street feom U. 8. q 
\ Patent Office), Washington, D. O. 











WANTED TO PURCHASE 








HIGHEST CASH PRICES 
PAID 


for shoe stocks, slow sellers, ete. Short term 
leases taken om. Ais \paneeas confidential. 
st. 
MAX GLAUBERG 
395 Broadway, New York City 
Phone Canal 7854 








If you contemplate selling your 

entire or surplus stock com- 

municate with us. Prompt at- 

tention given. 

KIRSCH-BLACHER CO., INC. 

624 Broadway New York 
Phone Spring 1448 








TO BE SURE YOU RECEIVE 


HIGHEST PRICES 


for your retail odds and ends, 
or surplus stocks, ask us for our bié 
(Metab. 40 years.) Oash transactions 


Bxport Surplus Purchase Co., Inc 
596 Broadway, New York, N. Y 
Telephones Canal 6874 and Canal 0655 
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KEEPS WHITE SHOES 
WHITE 
In tubes ready for use or in 
cake form 
LAING HARRAR & CHAMBERLIN 


48 N. 3rd St., Philadelphia 
SOLE AGENTS FOR THE UNITED STATES 








Window Decoration 
ané maker of 
Artistie Price Tickets 
atest in Imported and Domestie Bell 
Paper, ete., in Season. 

Gamples mailed free on request. 
EMIL RUBLACK 
140-142 West Broadway 
Bctablished 1908 New Yerk 








POMPOMS AND ORNAMENTS FOR 
SOFT SOLE SLIPPERS 
The right merchandise at the right price. 
Samples sent on request. 
HY-GRADE SLIPPER SUPPLY OO. 


693 Broadway New York Oity 








@verythin for Your Windows 
uturistic Seatere and 


Backgrou 

Flowers, “ases, Windew Fixtures, 

me Seema A Velour Papers, Peper 
Berd Ribben jeeorative Papers, 
Pufiag, Fells, Fitters, Valence, Draping, tue: 
terial, Grass Mats. Send fer Fancy Paper Beok- 
let. Priee Tickets. 
DAVE’S DISPLAY DECORATIONS 
118 West Broadway, New York 











EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 


bi 
Ye}- 7 LEXINCTON AVE, BRODKLYN, NY 
AMERICA'S CREATEST 
SHOE CARTON & LABEL MFCS 



































Milbradt 


Manufacturing Co. 
Established 1808 


2416 No. 10th Street 
ST. LOUIS, MO. 











—WINDOW 
IDISPLAY FIXTURES 


made by 
| SEGALLE SONS, 


933 ARCH ST. 
PHILADELPHIA, PA. 


| ARE BUSINESS GETTERS | 


“SEND FOR CATALOG, 








Busy Saturday Preceding Palm 
Sunday in New York 


New YorK—A busy Saturday, with 
shoe stores crowded, gave retailers a 
taste of the good old days. A large 
demand for snake and lizard footwear 
was noticed on every hand, and a good 
many merchants are being caught short 
on the reptiles. One large store re- 
ported a loss of many sales on this ac- 
count. 

Factories note a large increase in 
the number of telegraph orders calling 
for rush shipments and size-up orders 
to replenish stocks for Easter. This 
was seen as an index of belated real- 
ization of the need of more shoes on 
the part of merchants who are finding 
business beyond their expectations. 

Beige watersnake is moving par- 
ticularly well, and so is patent leather. 
Stern Bros. follow the patent leather 
vogue with a line of opera pumps, 
using patent vamps with a touch of 
white kid appliqued at the throat, or 
using a patent leather bow dotted with 
white kid underlay. 

The lighter shades of brown, the 
cocoas and the dark beiges are very 
popular also. Pedemode Fifth Ave. re- 
ports these brown shades leading in 
volume, with the shade favored here 
carrying a mauve cast which is dis- 
tinctive. 


International 
Reduces Prices 
on Some Lines 


St. Louis.—A reduction in prices on 
standard lines of shoes from 5 to 25 
cents a pair has been announced by 
International Shoe Co., effective imme- 
diately. 

In a letter to company’s customers, 
F. C. Rand, chairman, states in part as 
follows: 

“Since the extraordinary deflation in 
the security market last fall, a restless 
feeling of uncertainty has to some ex- 
tent been reflected in business; but a 
study of many commodity prices shows 
that many of them are at price levels 
as low or lower than those of 1913. 

“General and sometimes radical dis- 
cussions of tariff on hides, leather and 
shoes have been disturbing factors in 
the shoe industry; for such discussions 
have made it difficult to make prices in 
the absence of any definite knowledge 
of action that may be taken by Con- 
gress in tariff legislation. 

“Our company is asking for no pro- 
tection—we believe in and are advocat- 
ing free hides, free leather and free 
shoes—we are earnestly striving to dis- 
courage higher shoe prices and keep 
them within the reach of the average 
purse. 

“This principle, we feel, is econom- 
ically sound and is for the best interest 
of our customers and the consuming 
public whom they serve.” 

Commenting on price reductions, Mr. 
Rand says, it is the company’s belief 
that this lower price basis eliminates 
the uncertainty of the past few months 
about shoe values. “These prices are 
made on the assumption that hides, 
leather and shoes will remain on the 
free list—if a tariff be placed on either 
of these items it will naturally be re- 
flected in higher costs.” 


Big Sport Season Seen in 
Birmingham 


BIRMINGHAM, ALA. (UTPS)—The 
present trends in Alabama point to a 
big season, perhaps the biggest in sev- 
eral years, in sport shoes for both 
men and women. While oxfords will 
be in demand the big seller is expected 
to be sandals, punched and woven, for 
women. 

Brown and white sports shoes for 
men seem to be outstanding right at 
the present time. Black and whites are 
only fair. Moccasins are rather slow 
but the season is a little early for this 
type of sport shoe. In ladies’ shoes 
blacks and browns, especially dull kids, 
are good. 

H. C. Rosenberg, manager of Love- 
man Joseph and Loeb, reports that col- 
ored kids are selling well in the higher 
priced department, with sandals at- 
tracting quite a bit of attention. 

“We are selling lots of brown and 
black kids, with patents in fair de- 
mand,” said O. L. Tidwell, of Nisley. 
The French Bootery is featuring 
larkspur blue, punched regents in a two 
toned color. Open shank one strap, 
sandal effect is also featured. 

The Vanity Boot Shop continues to 
feature snakeskins and lizards in a 
large assortment. They are genuine 
skins selling at a price slightly higher 





than the so-called popular prices. 


Wants State to Build 
Walks for Pedestrians 


LyNN, Mass.—C. F. Nelson Pratt, a 
shoe expert of Lynn, and a member 
of the General Court, has introduced a 
bill in the State Legislature to provide 
that sidewalks shall be built along State 
highways so that the highways may 
accommodate those who walk as wel] 
as those who ride. The shoe trade in- 
dorses any sound measure that en- 
courages walking. This plan looks like 
an effort to put into practise the idea 
that was expressed by E. A. Filene at 
the recent convention of the Nationa] 
Boot and Shoe Manufacturers Associ- 
ation, that the world should be maie 
safer for pedestrians. 


New Line of Turns 


HAVERHILL, MAss.—Edward M. Rick- 
ard, widely known shoe manufacturer 
and shoe stylist, with his son, Henry 
C. Rickard, well known factory execu- 
tive, is soon to reengage in the manu- 
facture of women’s turn shoes in this 
city. A modern plant is now being 
equipped in the C. G. Ellis factory, 
Essex Street, to produce a line of 
women’s high grade turns. The new 
plant, it is expected, will be ready to 
start production on or about May 1. 


I. Miller Sales Set Record 


New YorK—I. Miller & Sons, Inc., 
report sales for 1929 of $13,552,237, as 
compared with $11,157,429 in the pre- 
vious year. This is a new sales record 
for the Miller organization. The com- 
pany also reports net profit of $829,5:5 
after all charges, equal to $3.82 a share 
earned on the 174,791 shares of com- 
mon stock. 

These figures include the sales of 
wholly owned subsidiaries, and compare 
with a net profit of $765,380, or $3.76 
a share earned in 1928. 

The company has approximately 2000 
wholesale accounts as well as 2000 dis- 
tributors, of which 1100 handle th« 
Miller line exclusively. During the 
past year, control of 13 stores and 
departments was taken over, and a 
further expansion involving the open- 
ing of several large stores in leading 
cities, and the establishing of a num- 
ber of agencies, is now contemplate: 
The balance sheet as of Dec. 51, 
shows current assets of $5,419,566, and 
current liabilities of $2,045,890, leaving 
a working capital of $3,373,776. 


E. D. Young to Manage 
Cleveland Department 


CLEVELAND (UTPS)—The Miller 
Wohl Co., which opened a new store at 
410 Euclid Avenue, Cleveland, Ohio, on 
Saturday, March 29, has subleased the 
shoe department to the Thimble Shoe 
Co., of St. Louis. The shoe department 
is a large one, attractively laid out in 
the basement of the store. Light-col- 
ored side walls are used with silver leaf 
trim while low shelving and green shoe 
boxes set off the department. Con- 
nected seats and smoking stands have 
been added to the equipment. ; 
E. D. Young, formerly of the Thim- 
ble St. Louis store, is manager. 
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New styles in 
women’s dresses demand the 
Modern Prophylactic Shoe 


The new Spring styles of the Modern Prophylactic 
Shoe are designed to be worn with the longer, more 
graceful lines of the new “silhouette.” Because of its 
light, dainty effect the turn easily lends itself to the 
new patterns, and makes a shoe that is extremely 


flexible, even with a sturdy nine-iron sole. 


Prophylactic turns are real arch-support shoes, with 
Ne. 188 —Black Kid Open Threat Tis, a scientifically designed steel arch that holds the 


15/8 Leather Heel. In stock . . . 
aime on && tm be instep of the normal foot in its proper place. In 


oS. $3.56. addition to this, every Prophylactic number is built 


No. 188-3—Same style in Brown Kid. In 
stock Auburn and St. Louis, 


AA to D. 08.55. gives sample-size fit and appearance in every width 


on Co-ordinated Lasts and Patterns, a process that 


on every size! 


The two numbers illustrated are typical of the 


shown in a new catalog. Write for it. 


THE 


No. 125 —Black Kid Center Buckle One MODERN 
Strap, 15/8 Wood Heel. In 


stock Auburn, AAA to C. 

$4.35. y. ac € 

No. 125-3 —Same style in Brown Kid. In REG U.S. “PAT. OFF. 
stock Auburn, AAA to C. 


$4.50. STEEL ARCH te, oe 
UPPORT 
No. 125-29—Same style in Mode Beige $ 3 
Kid. In stock Auburn, AAA 


to C. $4.65. 


AULT-WILLIAMSON 


SHOE COMPANY 


TURN SHOE SPECIALISTS 
Manufacturers of Constant Comfort and the Modern Prophylactic Shoes 


AUBURN, ME. ST. LOUIS, MO. 
(Factory and In-Stock Dept.) (In-Stock Dept.) 
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Boot and Shoe 
Recorder 


Serves in 


Getting More Shoes Sold Right; not 
only “more” but “right’’; sold for the 
right purpose, to the right wearer, in 
the right fitting, for the right price, at 
the right profit. This is the great 
problem of the retail shoe merchants. 
The chief purpose of Tue Boot anp 
SHoe Recorper is to help solve it; for 
this is the basic problem upon which 
depends the progress of the entire allied 
industries relating to shoes and leather, 
their production and distribution. 








A Buying Guide to 





BOOTS AND SHOES 


Air Mail Shoe Co., Cincinnati, Ohio... .70-70a 
Alden, C. H., Co., Abington, Mass........ 15 
Athletic Shoe Co., Chicago, Ill........... 82 
Ault-Shackford Shoe Co., Auburn, Me..... 99 
Barnes Shoe Co., St. Louis, Mo........... 70¢ 
Bass, G. H., & Co., Wilton, Me.......... 78 
Best-Ever Slipper Co., Brooklyn, N. Y... 81 
Biarritz Sandals, New York City......... 4 


Bleecker Shoe Co., New York City.. 
Blog Shoe Findings Co., New York City. -68, 82 
Brooks Shoe Mfg. Co., Phila., Pa. 
Burkley Shoe Co., Brockton, "Mass. Bia aig HH 








Burns, J. R., Shoe Co., Endicott, i Beene 
Capezio, New York City...............-. 84 
Chase, W. S., & Sons, Haverhill, Mass.... 80 


Clapp, Edwin, & Sons, Inec., E. Wey- 

mouth, Mass. 
Colt Cromwell Co., Inc., New York City.. 74 
Concord Shoe Co., Inc., New York City.. 68 





Connell, J. M., Shoe Co., So. Braintree, 
DD tt bh eee aaa ebie dite eaaiee ese ae 95 
Crescent Shoe Co., New York City oe. a 
Crossett Shoe Co., Boston, Mass..... “ae 
Cushman-Hollis Co., Auburn, Me......... 63 
Drew, Irving, Co., Portsmouth, Ohio..... 21 


Dryzer & Rosenberg, Inc., New York City 69 

Duane Shoe Co., New York City......... 69 

Duttenhofer, Stanley, Shoe Co., Cincinnati, 
DE cecattankrent avers aaedieseoneuwe 


Ebberts, John, See Co., Buffalo, N. Y. 78 
Edwards, i » PEs. BOs +.008 4th Cover 
Elam, F. S., Shoe “Co., Rochester, N. Y.... 67 


Emerson Shoe Mfg. Co., Rockland, Mass.. 76 
En-Joie Shoe Co., Endicott, N. Y 
Evans’, L. B., Son Co., Wakefield, Mass.. 80 


Ford, C. P., & Co., Rochester, N. Y...... 64 
Friedman, B., Shoe Co., New York City. .69, 83 


Gold Seal, New York City............... 84 
Golo Slipper Co., New York City........ 69 
Goodwill Shoes, Holliston, Mass.......... 86 
Greeley, A. W., Co., Haverhill, Mass...... 89 





IN THI 


A CONSTANT SUPPLY OF NEW SHOES 
Me BOE PALAGE. 666 cccevccicccscs 


SUMMER SEASON STARTS MAy 5TH.. 


THE BUSINESS CRIME COURT....... 
THE VOICE OF THE RECORDER...... 


It’s THE KEEPING EXPENSE........ 


No TIME To Do A RIP VAN WINKLE 


PICKING THE MAN FOR SHOE STORE 
Se re ee 


SIMPLIFYING SUPERVISION AND STORE 
po” eee Dede Tep Bata eas 


MER ....c06 eoereccccoece eeevccee 


THE TRAVELING SHOE SALESMAN... 
NEWS 0’ SHOES....... 


ee 


BUSINESS BAROMETER ... 


ee 


S ISSUE 


By Arthur D. Anderson, Editor 33 
A Life’s Dream Comes True.. 34 


Shoes Featured at the Garment 


Retatlere Show ......20005. 36 
By Harold Whitehead......... 38 
Opinions by the Editor........ 40 
Not the Selling Expense that 

Eats Up Profits .......... - £2 


An Old Story in Modern Dress 44 


A Shoe Man Who Has Trained 
21 Executives Tells How He 
cS) eee peaharsicieswce secs 46 


WOON oo cccccess dine alee 52 


Following the Colors in Men’s 


Summer Suitings .......... 56 
News of the Road............- 58 
What’s Doing Everywhere.... 71 
Changes, Embarrassments, New 

TOOVOE ociciescs reese ceee ' oe 
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Helmholz Shoe Mfg. Co., Milwaukee, Wis. 1 


Ideal Baby Shoe Co., Danvers, Mass....... 38g 
Juvenile Shoe Corp., Aurora, Mo........ 73 
Kendall Shoe Co., Haverhill, Mass....... 82 
Krippendorf-Dittmann Co., Cincinnati, 

SED 6:66 0bs bc cccccersnesscecsesceeces 7 
Lancaster Shoe Co., Elizabethtown, Pa... 8-9 
Levey Bros., New York City............ 68 
Maize Shoe Co., Rochester, N. Y...... 95 
Mallott, H. F., Shoe Co., Chicago, Ill.... 82 
Manfield & Sons, Phila., Pa.............. 95 
Marathon Shoe Co., Wausau, Wis....... 79 
Melanson, J. I., Sons Corp., No. Adams 

i 45 necaied <mabeeknenee< catenediasés 85 
le Co., The, Rochester, N. Y...... 70 
Musebeck Shoe Co., Danville, ee 15 
Nettleton, A. E., Syracuse, N. Y........ 76 
Nunn, Bush & Weldon Shoe cc. Milwau- 

EE ahbadl oaide donate NS CESOS6e 70b 
Old Colony Shoe Co., Brockton, Mass. . 78 
Packard, M. A., Co., Brockton, Mass..... 13, 76 
Paristyle Footwear Mfg. Co., Inc., Nev 

eee ren 80 


Plant, Thomas G., Corp., Boston, Mass. .50-51 

Posner, Dr. A., Shoes, Inc., New Yor! 
ME SatestedeseassGeenienssieds Front Cover 

Powell & Campbell, New York City.... 69 


Reece Wooden Sole Shoe Co., Columbu 
Neb. 
Reed, E. P., & Co., Rochester, N. Y. 


Reynolds, Bion F., Brockton, Mass...... 7 
Richards & Brennan Co., Randolph, Mass. 7 


Saks, M. J., Shoe Corp., New York City 68 


Schwartz & Herder, Inc., Phila., Pa.... 82 
Shaft-Pierce Shoe Co., Faribault, Minn... 88 
Shaw, M. T., Inc., Coldwater, Mich..... 89 
Smith, Wm. Sumner, Chicago, Ill........ 82 
Stacy-Adams Co., Brockton, Mass........ 76 
Star Footwear Mfg. Co., Phila., Pa....... 80 
Stern, R., Co., New York City......... 90 
Swan Shoe Co., Baltimore, Md........... 80 
Sweet, Alfred J., Co., Cincinnati, Ohio. 24 
Tupper Slipper Corp., Brooklyn, N. Y... 80 


United States Shoe Co., Cincinnati, Ohio 
24, 70-70a 


ae, Alfred H., Co., Milwaukee, 


il 
Weiss, J., Shoe Co., New York City.. 68 


LEATHER AND OTHER MATERIALS 


Amalgamated Leather Co., Inc., Phila., 

Armetrong Cork Ge. Lancaster, Pa...... 61 
Barrett & Co., Newark, N. J....... 3rd Cover 
Dimond Kid Co., Boston, Mass...... 2nd Cover 
Dryden Rubber Co., Chicago, Ill.......... 16 


Evans, John R., & Co., Camden, N. J...30-31 
Gallun, A. F., & Sons, Milwaukee, Wis... 17 


Hale, Alfred, Rubber Co., No. Quincy, 


BL 56 tehe Rea OO SRR E TES S46 08 . 
Hecht, F., & Co., New York Citv......... 12 
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Next Week 


you will find 
in the 


Boot and Shoe 
‘Recorder 


Fall Fashions are 
Sailing Uncharted 
Seas 


T takes a mighty good observer of 

the winds of fashion to tell what will 
be wanted nationally for the fall and 
winter season. 

We will endeavor, in next week’s is- 
sue, to show on the chart table, those 
influences of time, color, pattern and 
last that will be used the week follow- 
ing as a guide to the Allied Shoe 
Trades Conference in its compilation of 
the official styles report for the fall 
and winter 1930-1931. We do this so 
that every merchant can get an ad- 
vance picture of the elements that are 
used to bring about the final decision in 
the shape of a styles report that is used 
not only nationally but internationally. 


AAA 


N additional feature is a new and 

tricky portrayal of men’s and wo- 
men’s footwear and some of the funda- 
mental reasons as to why the types se- 
lected have assured salability. 


AAA 
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Hidden beneath the surface, unseen to the eye, reposes seven-eighths 
of the strength and beauty of an iceberg — a firm foundation. 

The hidden strength of every shoe tip is the box toe. That character and 
distinction so essential in modern footwear is yours when you specify 


VULCO-UNIT BOX TOES 
BECKWITH MANUFACTURING COMPANY 


Largest manufacturers of Box Toes in the Worid 
Statler Building Reston, Mass. 
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